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Even in the coldest weather, down to 
—30°F, Rockwell TEMPERATURE COM- 
PENSATED meters earn full revenue by 
adjusting measurement automatically to 
a +60°F base—the same temperature at 
which you buy the product. A simple, bi- 
metal compensator is built right into the 
meter. Of course it’s positive and atten- 
tion-free. Write for the money-saving 
facts. Rockwell Manufacturing Company, 
Pittsburgh 8, Pa. In Canada, Rockwell 
Manufacturing Company of Canada, Ltd., 
Box 420, Guelph, Ontario. 


LP-GAS VAPOR METERS 
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HACKNEY LP-GAS CYLINDERS —your complete line of 
profit-winners for the fast-growing lift-truck market 


Hackney cylinders shown are Models H43LFG, H33L, H20L-12 and HI4LV. 


DURABLE - DEPENDABLE - CONVENIENT - ECONOMICAL 


Cash in on your fastest-growing market today—LP-Gas for lift trucks. Hackney offers 
you profit opportunities in a complete line of lift-truck cylinders, developed in coopera- 
tion with lift-truck manufacturers. You can meet the needs of every lift-truck user in your 
area with 20 models in four sizes: 14-lb., 20-Ib., 3342-lb. and 4314-lb. capacities. Hackney 
cylinders are available for vertical or horizontal installation, liquid or vapor service, 
replaceable or permanent mounting. Get immediate shipment of all popular sizes from 
our complete stocks, including “Universal” design cylinders in 20-lb., 3342-lb. and 
43\4-lb. capacities, suitable for either horizontal or vertical mounting. Write today for 
detailed specifications. 
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TWO LOW-COST 
WAYS TO FILL 
A ROOM WITH 

HEAT...NOT 

WITH HEATERS 


INSTALL THIS 

DAY & NIGHT 

R/C PANELRAY HEATER 

IN THE WALL 

The heater grille extends only 2% inches into the room 


... but the heat (radiant and circulated) extends 
everywhere. 


Jetglas-C heating element can’t burn out or rust out. 


Six single-room and dual-room models, four of them 
available with self-contained or wall thermostats. Dual 
models have single vent, dual controls. Luxurious 
comfort — low cost! 


INSTALL THIS 

DAY & NIGHT 

FLOOR MODEL PANELRAY 
IN THE CORNER 


Six inches from the walls, you install this nine-inch- 
diameter Panelray heater... and from an otherwise 
wasted corner, heat is directed to the entire room. 


*‘No gingerbread’’ design keeps the price down. 
Curved shield behind heating column boosts effi- 
ciency. Easy venting (wall or ceiling) saves on installa- 
tion costs. Jetglas-C coating prolongs Panelray heating 
elements’ life. Economy all around! 


For specs and more facts, write: 


DAY & NIGHT MANUFACTURING COMPANY 


855 Anaheim-Puente Road, La Puente, California * 4551 South Racine Avenue, Chicago 9, Illinois 


Build your appliance business — and your gas load, too—with DAY & NIGHT 
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SEND FOR 
QUICK INFORMATION 
ABOUT TRINITY 


DELIVERY TRUCKS 
STORAGE TANKS 


DOMESTICS 


YRE X-RAYED! 


X-raying is one of the many 

ways Trinity guarantees precision in 
its LPG products ... protects 

them from any possible flaws. Trinity 


is your ray of light for quality LPG. 
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Two million gallons a day to flow through Dixie Pipeline. ... 


Work now under way on line to the Atlantic seaboard. 


Arkansas dealer converts a space heater market to central systems 
In 1960, every 29th customer turned to central heat. William W. Clark 


Eight examples show how two-way radio helped this small dealer 
in unusual circumstances as well as in routine operations. ..... 


Radio's as important to the small dealer as it is to the large. 


Dealer improves customer relations with new billing system. . 


Photocopying ledger cards saves money and time, too. 


Take advantage of soft prices to exploit new markets. . 


Now's the time to push new uses. 


How to demonstrate energy conversion 


It's all done with thermocouples. 


They make old cylinders like new 
Goodbye to backyard repair shops. William T. Harper 


Multi-application controls ease replacement problems... 


Four thermostats will replace 133-plus. 


Understanding underground storage 
In two parts: The overall picture and operating close-ups. 
Atomics International unveils vastly improved thermionic 
generator 


Propane's the fuel. 





Most dealers use specialists’ service, majority train their own men 
Your service call policy—Part 2. 





Why the world's largest transport refrigeration manufacturer 
recommends LPG .... svete 
Thermo King knows it's best for the job. Earl DeNoux 


Annual “physicals” keep Kansans’ tractors fit. . éae 
A PTO dynamometer makes the diagnoses. Judith Taggart 
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A Clarification 


WE HAVE ALWAYS FELT THAT WE 
HAVE AN EDITORIAL RESPONSIBILITY 
not to parade complex internal in- 
dustry problems before people in- 
side and outside the industry. 

This is one of the major reasons 
why we have deliberately refrained 
from taking a stand on the ques- 
tion of whether the LPGA and the 
National L.P. Gas Council should 
consolidate. 

Unfortunately, it appears that a 
clarification of this fact is in order. 

In our June issue, we published 
an editorial which said, in essence, 
this: There is a large area within 
the industry’s activities that needs 
more public relations attention. A 
better job needs to be done. This 
should be apparent when we con- 
sider that a great many people, in- 
cluding LPGA members, do not give 
the association proper credit for all 
the things it does do. What might 
have been inferred from this was 
that, if the public relations activi- 
ties of the two groups were to be 
consolidated, a better job would be 
done. In order that this inference 
might not be drawn, we pointed out 
that the question of consolidation 
was too complex for us to suggest 
that it be done just to improve pub- 
lic relations. There are many other 
important questions that must be 
given at least equal consideration. 
But we did urge that, regardless of 
what action is taken, due considera- 
tion be given to this vital problem. 

We felt we had support in our 
appraisal of the public relations 
situation from the outdoing presi- 
dent of the association, R. J. Mun- 
zer, So we used a passage from the 
mimeographed text of his speech 
as our “peg.” 

In the same month, LP-Gas maga- 
zine took a very strong stand 
against consolidation. 

In the August issue of the LPGA 
Times, President Otto Williams 
wrote a rebuttal of both our edi- 
torial and LP-Gas’. It was unfor- 
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BEHIND THE SCENES 


tunate that he chose to answer both 
in a single article. By coupling the 
two, he might have created the im- 
pression that both of us had taken 
the same stand. This is not true. 
This is our final word on the sub- 
ject. We have no desire to promote 
internecine warfare. We wish both 
the Council and the association God- 
speed in bringing their negotiations 
to a happy conclusion. We will con- 
tinue to offer constructive criticism 
when we feel it is needed. But as 
for fighting, we would rather con- 
serve our energies for the war 
against the electric competition, 
special-favor groups, and the like. 
As for unity, whether it be among 
groups within our own industry or 
whether it be with the gas utility 
industry, nobody has carried the 
banner any higher than BPN. We 
want a strong industry. We’d be 
silly if we didn’t. & 


BACK TALK 


Pamphlet 58—"very fine" 
St. Paul, Minn. 

Your June issue carried a very 
fine article on the 14th revision of 
Pamphlet No. 58. We would ap- 
preciate your permission to reprint 
this article for distribution to our 
field safety engineers when we 
issue them the new additions of 
this pamphlet. 

We will, of course, provide prop- 
er credit for the source of this 
material. 

R. C. KJELLAND 
St. Paul Fire and Marine Insurance 


Article can help dealers 
Wichita, Kan. 
The story about Vangas, Inc., 
in your July issue was read with 
more than casual interest for the 
reason that Vangas is a very good 
customer of ours. Besides, the story 
conveys a message which, if read 
by any considerable number of our 
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““Cold-canvass” calls are not so cold when you repre- 
sent the Philgas brand. More people know and respect 
the Philgas brand than any other; in fact, Philgas is the 
largest selling national brand of LP-Gas. With Philgas 
you get a combination of benefits no other brand offers 
—among them, largest tank car and pipe line ship- 
ments; strategically located supply points (95 of them); 
leased track storage; bulk plant designing; financing of 
consumer 500 and 1000-gallon tanks; business aids; 
credit analysis; advertising assistance, plus a personal- 
ized roadside sign program. Write, wire or phone today. 


PHILLIPS PETROLEUM COMPANY, 
Philgas Sales, Bartlesville, Oklahoma 


*Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas. 





Your One Supp 


orate my Velab gel 


“The Loadmaster’ LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 











BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 











or call. 


Also a complete line of accessory 








equipment. 





Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 





COLOR —The Modern Trend! 


"Pastels By Pasley” — "in your LPG Equipment up to 


date. Available in the 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 

Desert Rose 











The Pasley Mfg. & Dist. Co. 


| 899 EAST FIRST, KANSAS CITY, MO. TEL. Victor 2-2369 


* 
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Back Talk 


dealers who are not subscribers to 
BPN, should help them increase 
their sales. 

Could you offer us quotations on 
1000 and 2000 reprints of the article 
entitled, “To grow from within, 
you’ve got to merchandise”? It is 
our intention to make these reprints 
available to our branches and in- 
dependent distributors. 

H. W. EBENDORF 
The Coleman Co., Inc. 


Gene's Jet—similar idea 
Brabant, Belgium 

Undoubtedly, you have received 
requests for additicnal information 
and reprints resulting from your 
article on Gene’s Jet in the June 
issue of BPN. 

As an old LPG-man (in fact, I 
am the only European member of 
the Ancient Gassers Association), 
I am most interested in Gluhareff’s 
device. It reminds me of a similar 
idea developed some 15 years ago 
by Calvin McCracken of Jet-Heet, 
Inc., using gasoil as the fuel. 

At one time Crane Co. of Chi- 
cago took over the Jet-Heet design 
but apparently didn’t get too far. 

Since I do not have Gluhareff’s 
address, could you please send him 
a copy of this letter which will 
explain my interest. It is also a 
request for a quotation for an 
orchard heater. I am interested in 
half a dozen LPG distributing and 
engineering companies and would 
like to consider the heater both as 
an exhibitional stunt and a load 
builder. 

EMERIC KROCH 
Consulting & Manufacturing 
Engineers 


"THE BIG DEAL BOYS" 





Kermit Bulla 
Hercules Casualty Insurance Co. 


"Yes'm, ours is a regulated industry." 
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Toughest workhorse on the “‘line’’... 
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FISHER 


Alp Vale 
722V 


tackles 
tank regulating jobs 
where other regulators fail 


Py 

















wc 


(E755) 


@ Excellent resistance to 
freezing 


@ %" orifice gives high capacity 
on second or first stage 
service 








@ Outstanding flow 
performance 
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There’s no other bulk tank regulator in 
the same league with the Fisher Type 
722V when it comes to freeze resistance, 
capacity, size, precision performance and 
heavy duty construction. 


The sheer power of this Fisher work- 
horse makes it the most wanted tank 
regulator. With appropriate <specifica- 
tions and orifice size it can be used as a 
first stage, single stage or second stage 
regulator on the big, high capacity, bulk 
tank applications. Internal construction 


Can be supplied with ¥%” orifice and %” NPT inlet and outlet connections. 





keeps flowing gas from contact with 
diaphragm or lever linkage to give un- 
paralleled resistance to freezing. 


Any wonder, then, why the Fisher Type 
722V is the one the whole industry looks 
to when the roughest bulk tank regu- 
lating jobs are to be done. 


Send for free bulletin, today. 


TYPE No. 


INLET 
CONN. 


OUTLET 
CONN. 


ORIFICE 
SIZE 


SETTING 
INLET 


PRESSURE 
OUTLET 





722-102 
(722-41) 


Female POL 


¥%,” NPT 


75 psi 


11” W.C. 





722V-104 
(122V-51) 


Female POL 


%" NPT 


75 psi 


10 psi 








722¥-101 








(1722-244) 


%" NPT 





%" NPT 





10 psi 








11” W.C. 








IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT’S CONTROLLED BY... 








FISHER GOVERNOR COMPANY Marshalitown, lowa 


SINCE 1880 
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Pilot burner on 150-ft 
stack presents problems 
Ohio 

A local stone quarry and lime 
plant has a gas producer in con- 
nection with its lime kilns. The 
gas is a flammable one which is 
burned off at the top of the stacks. 
The problem is that, when the pro- 
ducers slow down and the pressure 
drops off, the fame goes out. The 
company has been manually light- 
ing them but would like some kind 
of a pilot arrangement that would 
eliminate the labor involved in 
watching them. 

There is always a wind problem 
as these stacks are about 150 ft 
high. The gas is full of tar and 
other impurities. We have tried 
propane torches and other types 
but so far haven’t been successful. 

Is there some kind of gas burn- 
ing equipment made for this or a 
similar purpose? 

fee gS 


To act as an ignition torch, a burner 
should be a good, husky one. We 
would suggest a 2-in. or 3-in. Venturi- 
type burner with a good flame re- 
tention nozzle on it. This should be 
located so it can blast a good flame 
into the stream of gas leaving the 
top of the stack. Wind is a problem 
at that location. If possible, some 
sheltering device to keep the wind 
from blasting directly into the flame 
retention nozzle would help. 

There is a possibility that the gas 
mixture leaving the stack is not al- 
ways combustible. This, too, may ac- 


i 1 a 
Headquarters for L. P. gas 
. Information Since 1931 
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count for the flame going out. 

I would suggest a high pressure 
burner using gas pressures of 5 or 10 
lbs., because the burners using high 
pressure have more drive to the flame 
and will be less affected by the wind. 

A pilot-burner atop a 150-ft. stack 
is a big job, so don’t expect to accom- 
plish satisfactory results with a pint- 
sized edition. 

We suggest you contact a good 
burner supplier and let him recom- 
mend the equipment which he has 
available that he is confident can do 
the job. They can probably provide 
automatic ignition devices and flame 
cutage alarms to go with it. 

Chas. A. Hones, Inc., 133D So. 
Grand Ave., Baldwin, Long Island, 
Calif., should be able to furnish the 
equipment.—Ed. 


Zinc plating possible 
with suitable torch tips 


Minnesota 

First of all, I would like to ex- 
press my thanks for your answer 
to the greenhouse question I had 
submitted to you earlier this 
month. Your answer satisfied the 
customer and I am sure will 
greatly improve our relationship 
with him in the future. 

We have received another ques- 
tion for which we do not have an 
adequate answer. A _ prospective 
customer is asking about the possi- 


information Desk 


Need husky burner for high stacks . 

Propane for zinc plating? .. . Any LPG 
coin meters? .. . Propane for metal cutting 
. .. 70,000-gal tank needs relief valve... 


bility of doing zinc plating with 
propane. He is currently using 
acetylene as the fuel. We would 
greatly appreciate any information 
you may have on this subject. 

J. ¥. 


I do not know of anyone doing zinc 
plating with propane as the fuel, but 
I am sure it can be done if proper 
torch tips are used. Propane has 
proved quite satisfactory for cutting 
steel, scarfing steel billets, brazing, 
burning lead, for many other services 
that were once considered the sole 
province of acetylene.—Ed. 


Are there any LPG 
coin meters around? 
Texas 

Can you tell me if there is a me- 
ter company making a coin meter 
for L. P. gas similar to the old 
“quarter meter” once used for me- 
tering natural gas. 

I have checked with Rockwell, 
but they do not make it nor do they 


have information as to who might. 
Be ts D, 


Some of the meter companies quit 
producing the “coin” meter because 
users abused and damaged them ex- 
tensively for real or imaginary short- 
comings. Usually the customer’s coin 
didn’t last as long as he thought it 
should, or a suitable coin was not 
available, or for some other reason 
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TLC dryer control 
thinks for itself 


er 
all she does jg Set ¢, 
e d> 
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Ss 
Robertshaw TLC* dryer control he Want . 
does for the laundry Ss: 
what automatic cooking 


has done for the kitchen! 


Robertshaw’s TLC* dryer control automatically 
determines evaporation taking place by measuring 
temperature drop of air passing through wet clothes 
... Calculates with extreme accuracy the amount of 
drying required for any size load, any fabric, any 
mix. Temperature is gradually reduced as clothes 
approach desired dryness. When set dryness is 
reached, heat is turned off for gentle fan-cooling. 
Results: tender, loving care for even the daintiest 
things, because: 
e TLC eliminates drying time guessing . . . there 
is no timer 
TLC dries everything from single handker- 
chief to full load 
[LC drying temperatures safe for all fabrics... 
any mix 
TLC prevents over-drying . . . and reduces 
tumbling wear 
TLC delivers cool, dry clothes . . . wrinkling 
reduced 
TLC is as simple to operate as your range 
oven control 
In short . . . TLC dries clothes safely . . . in the 
least amount of time . . . economically . . . auto- 
matically . . . and without a timer . . . not even a 
hidden one! Specify Robertshaw TLC control on 
your 1962 dryers. VMA7798 


® 


MR CONTROLS 


».. the name that MEANS temperature control 


ROBERTSHAW THERMOSTAT DIVISION 
Robertshaw-Fulton Controls Company 
Youngwood, Pennsylvania 
Canadian Affiliate 
Robertshaw-Fulton Controls Company, Limited, Toronto 


*Trade Mark — Robertshaw TIMER -less control system for any dryer 
(available on 1962 dryers) 
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POPULAR PENNYPINCHER 
POLLS 400,000th VOTE 


That’s the 400,000th Jobmaster 6, recently dropped into a Chevrolet Series 60 truck—and it’s also 
the 400,000th vote of confidence in a tough, tightfisted engine design that’s won high praise from 
truckers everywhere. Like its 399,999 predecessors, this Jobmaster 6 was built because there’s a 
tough job to do somewhere, with a tight-budgeted schedule demanding the utmost in stamina 
and economy to keep the books in the black. Under a program of continuing refinement since 
its introduction in 1954, the Jobmaster’s paid off big on its promise—this outstanding sales 
record proves it, and the record isn’t complete yet. As long as there are tough jobs to be done, 
or until a better way is found to do them, there’ll be Jobmasters powering Chevy’s lean-muscled 
middleweights wherever saving money matters most! 





@ Saving money on tough truck jobs demands top fuel 
economy for sure, and the Jobmaster’s free-breathing 
valve-in-head design and 8 to 1 compression add up to JOBMASTER 6 PERFORMANCE DATA 
261 of the busiest, most efficient cubic inches of displace- 
ment going. But that’s only the beginning—even more s aha 
important on many jobs is the ability to take a beating, Displacement 261 cubic inches 
to keep on delivering the goods while holding downtime Bore & Stroke 3%" x He" 
and upkeep at an absolute minimum. The Jobmaster’s Compression Ratio 8.0:1 
saving ways are engineered-in throughout, in a tightly Gross Horsepower 150 @ 4000 rpm 
coordinated combination of long-life, low-cost features. 
Valving, for 8xample, is specially designed to stand Net Horsepower 130 @ 3800 rpm 
up under continuous high power output. Also, extra- Max. Gross Torque 235 |b-ft@ 2000 rpm 
duty-alloy bearings and full-flow-filtered lubrication help A@ 

keep the wheels turning under the heaviest loads and in Max. Net Torque 218 Ib-ft@ 2000 rpm 
the toughest treatment a truck can be expected to take. 
And there are many more money-saving features .. . 
why not get the details from your Chevrolet dealer soon? 
... Chevrolet Division of General Motors, Detroit 2, Mich. MODEL APPLICATIONS 


TRUCK SERIES AVAILABLE WHEELBASES GVW 








Conventional Cab: 
C60 133, 145, 157, 175, 197" 19500 Ibs. 
C60-H 133, 145, 157, 175,197” 22000 Ibs. 


Low Cab Forward: 
L60 121, 133, 145, 169, 175, 197” 19500 Ibs. 
L60-H 121, 133, 145, 175, 197” 22000 Ibs. 


Tilt Cab: 
T60 97, 109, 133, 145” 19500 Ibs. 
T60-H 97, 109, 133, 145” 22000 Ibs. 














Information desk 





his wrath was aroused and he vented 
it on the meter. Others considered it 
a challenge to outwit the so-and-so 
that required compensation for the 
product and his service. 

I am not sure if one or the other 
of the following companies still pro- 
duce a coin meter or not: American 
Meter Co., Inc., 13500 Philmont Ave., 
Philadelphia, Pa.; The Sprague Meter 
Co., 35 South Ave., Bridgeport, Conn. 
—Ed. 


Propane is good fuel 
for metal cutting 
Indiana 
I’m getting many inquiries about 
propane for cutting metal. What I 
can pick up from different torch 
manufacturers doesn’t give me a 
general picture of the operation. 
Do you have a book on the uses of 
propane for cutting? I’d like a 
chart or something to indicate pres- 
sures required for different types 
of work, what propane and oxygen 
mixtures can do, what equipment 








the industry's largest float, of 
stainless steel. 

float rod of hi-tensile 
aluminum tubing for rigidity 
stainless steel spring prevents 
backlash. 

damage-proof aluminum 

rr A gear teeth. 

heavy die-cast gear fork for 
permanent precision. 

die-cast union 

unites counterweight 

and float rod 

forever. 

twin counterweights 

for precise balance. 

aluminum drive 

shaft resists 

corrosion. 

extra-large shaft housing 

for greater strength. 

Alnico drive and pointer 
magnets assure permanent 
accuracy. 

head of hi-tensile die-cast 
zinc alloy for LPG, aluminum 
for NH3. 

spirotallic gasket for positive, 
life-long seal between gauge 
and mounting adapter, with 

8 hex bolt holes for positive 
alignment. 

hermetically sealed dial 
chamber with chrome 
retainer ring, large VISIBLE 
lettering on full 10-inch 
dial face. 


i 
YT 


- YOUR 
LuckKw 
NUMBERY 


Model 41028 for 
LPG... Model 
46078 for AA. 


Model C for vertical mounting 


atop storage tank. 


INCORPORATED 


Mid-South 
256 WN. FRONT STREET 
MEMPHIS 3, TENNESSEE 


12 


1213 SOUTH AKARD 
DALLAS 2, TEXAS 


Southeastern 
3225 CAINS HILL PL., N. W. 
ATLANTA 5, GEORGIA 








would be needed for each type of 
work, etc. 

If you have a book on this I 
would appreciate it. If not, please 
refer me to some manufacturers 
who do. 


O. R. H. 


An article which appearea in the 
March 1956 issue of BUTANE-PRO- 
PANE News, “Selling propane for 
flame cutting fuel is easy—here’s 
how,” page 78, should furnish you 
much of the information that you are 
seeking. 

If the torch manufacturers you 
have been contacting don’t seem to 
be able to provide the proper tips, 
try one or more of the following com- 
panies: The Bastian-Blessing Co., 
4201 W. Peterson Ave., Chicago; 
Harris Welding Equipment Co., Inc., 
5914 East Olympic Blvd., Los An- 
geles; Ransome Co., 4030 Hollis St., 
Emeryville, Calif.—Ed. 


Ee 


Relief valve needed for 
a 70,000-gal tank 


Norway 

At the present time our firm is 
installing a 70,000-gal tank, with 
outside diameter of 12 ft, in a 
barge. We want to put on one 
single safety relief valve big enough 
for the required Wischarge ca- 
pacity. 

Would you inform us which man- 
ufacturers in the United States 
make such valves? 

O. N. 


There are no relief valves listed 
and approved for L. P. gas service 
which have the capacity needed to 
serve a 70,000 gal tank. 

However, one or more of the fol- 
lowing companies have relief valves 
of the larger sizes that have been 
used by the oil industry for L. P. gas 
service, and may have a valve which 
will meet your needs: ACF Indus- 
tries, Inc., American Car & Foundry 
Division, 30 Church St., New York, 
N. Y.; Manning, Maxwell & Moore, 
Inc., 250 East Main St., Stratford, 
Conn.; Shand & Jurs Co., 2600 Eighth 
St., Berkeley, Calif.; Chas. M. Bailey 
Co., 667 Folsom St., San Francisco 7, 
Calif.; The William Powell Co., 2525 
Spring Grove Avenue, Cincinnati 22, 
Ohio.—Ed. 
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SUPPLY & TRANSPORTATION 


New hope seen for Trans-Southern line 


Despite the fact that work is now under way on 
a parallel line by Dixie Pipe Line Co. (see page 
31), hope has been revived that the Trans-South- 
ern Pipeline Corp.’s LPG pipeline to the south- 
eastern United States will yet be built. 

Both systems would originate at Mont Belvieu, 
Texas. Trans-Southern’s line would terminate in 
North Carolina. 

The Trans-Southern proposal, which had been 
quiescent in recent months, was given new hope 
when an agreement was reached last month by the 
company’s parent, Transcontinental Gas Pipe Line 
Co., and 10 producers. Reportedly, the agreement 
would give all 10 a share of the line’s ownership. 

Previously, the Trans-Southern project had 
been solely a Transco proposal. The rival line, 
Dixie, on the other hand, was the creation of 
eight producers. It had been assumed that ship- 
per-owners would prefer to use their own line; 
therefore, Trans-Southern had been given little 
chance of materializing. 

Incorporation of the 10 shipper-owners, how- 
ever, will give Trans-Southern an assured clien- 
tele, it is believed. 

Among the 10 companies involved are Texaco, 
Mobil Oil Co., Continental Oil Co., Atlantic Pipe 
Line Co., Standard Oil Co. of California, Sinclair 
Pipe Line Co., Tidewater Oil Co., and Union Oil 
Co. Sinclair is also one of the stockholders in the 
Dixie line. 





Thomas T. Arden, president of Robertshaw-Fulton 
Controls Co., Richmond, Va., lays some of the first 
brick to be used in construction of the company’s 
new executive offices in Richmond. The building 
will be ready for occupancy in the early summer 
of 1962. 


Cities Service constructs new plant 


Construction is scheduled to start this month 
on Cities Service Petroleum Co.’s natural gasoline 
plant in Calhoun Co., Texas. 

The plant will be of the refrigeration-absorp- 
tion type, and is designed to process 10 million 
cu ft of gas daily from the North San Antonio Bay 
field. The plant will produce a natural gasoline- 
butane-propane mix. 

Cities Service Co. reported net income as $23,- 
919,000 for the first six months of this year, as 
compared with $18,672,000 in the same period last 
year. 


ASSOCIATIONS 


Kansas LPGA to study flaming 


The Kansas LPGA board of directors recently 
approved a proposal to study the merits of flame 
cultivation. The study will be conducted under 
the direction of the Agricultural Engineering De- 
partment of Kansas State University, and is ten- 
tatively planned to last two years. 

The educational committee met later in Hutch- 
inson to develop plans as directed by the board. 


Heat conversion project undertaken 


Direct conversion of gas heat into electricity is 
moving a step closer with a research program un- 
dertaken jointly by the American Gas Association 
and General Dynamic Corp.’s General Atomic Di- 
vision. 

The project is to develop a small, low-cost 
thermoelectric module which could be used to con- 
vert part of the heat from a gas flame directly into 
small amounts of auxiliary electric power. 

(Atomics International this month announced 
the development of a thermionic generator. For 
details turn to page 90.) 


Council publishes 20-page booklet 


The National L. P. Gas Council recently pub- 
lished a 20-page booklet covering the increasing 
uses of LPG for portable, mobile, and stationary 
fuel-consuming equipment for industry and busi- 
ness. 

“L. P. Gas for All Industrial and Commercial 
Uses” includes technical information on engine 
comparison tests with gasoline and diesel fuel. It 
reports a 10 per cent superiority in horsepower 
output for the liquefied gas over gasoline, a 20 
per cent margin over diesel fuel. 
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Here are the 
trucks that 
add to 


operating 
profit! 


New Speedioader 2400, single barrel model, made with 
A202B steel to conserve weight, boost operating economy. 
Its 244" Viking pump delivers fuel at 50-60 gal. per minute. 
Gross weight, fully loaded, under 24,000 Ibs. 


Speedioader 2200, double barrel six wheeler, offers dozens Speedioader 1700, double-barrel lightweight, provides low 
of wanted features that save time and money. Both skirted operating cost per gallon of payload, easy handling over 
and striptdown models have weatherproof cabinets with rough roads, fast delivery rate. Striptdown model illus- 
easy access to all working parts. trated is 800 lbs. lighter than conventional designs. 


High payload-to-weight ratio, fastest pumping rates, easy handling, and 
extra safety factors distinguish United’s Speedioader line of LPG trucks. 
Available striptdown or skirted. Investigate, compare—you’ll be convinced. 


NEW welded metal flexible connectors are 
now standard equipment on all Speedloaders. 
They are used at six strategic locations to in- 
sure maximum flexibility and safety: at the 
pump inlet, pump outlet, meter inlet, meter 
outlet, pump bypass line and meter vapor 
connection. This added feature insures long 
life and minimizes leaks. 


UNITED PETROLEUM GAS CO. 


4820 Excelsior Bivd., Minneapolis 16, Minn. « WA 7-9981 
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MARKETERS 


Tuloma acquires stock in General Gas 


H. S. Phillips, president of General Gas Corp., 
Baton Rouge, La., recently announced that Tuloma 
Gas Products Co. of Tulsa, Okla., has acquired a 
minority stock interest in the company. 

At the same time, Phillips reported that Gen- 
eral Gas’ net earnings were $353,116 on sales of 
$15,495,478 for the six months ended June 30. 


Thermogas buys plants in 3 states 


In mid-July, Thermogas Co., Des Moines, an- 
nounced the following acquisitions: Indiana Bot- 
tled Gas Co., Peru; Better Gas Co., Prophetstown, 
Ill., with plants at its headquarters and at Ke- 
wanee and LaSalle, Ill.; and Superior Supertane 
Co., Marshalltown, Iowa. 

Thermogas also was granted a franchise by the 
City Council of Prophetstown, IIl., to furnish nat- 
ural gas service. 

Earlier in the year the firm expanded with pur- 
chase of a plant and marketing operation at Edge- 
wood, Iowa, and full operating units at Greenfield, 
Iowa, and Polo, Ill. New plants also were con- 
structed and placed in operation at Lanark, IIl., 
and Ames, Iowa. 


NPC's volume—124 million gals 


National Propane Corp., Garden City, New York, 
reports record sales and earning for the year 
ended April 30, 1961, amounting to 124 million 
gals. Operating revenues totaled $19,854,652.77; 
net income after charges and taxes, $910,037.14. 

The company stated that a greater increase in 
earnings would have been registered if it had not 
been for a number of nonrecurring factors such 
as unseasonable weather, and costs involved in 
embarking upon a new marketing concept which 
later was dropped. 


United acquires Central Butane 


United Petroleum Gas Co. of Minneapolis, a 
wholly-owned Diversa subsidiary, recently ac- 
quired Central Butane Co. of Waco, Texas. 

Central Butane and its subsidiaries have an 
annual sales volume of approximately $1,500,000. 
it sells 11 million gals of LPG a year in wholesale 
operations. Central also has salt dome under- 
ground storage capacity of 5 million gals of LPG. 

United previously acquired the retail LPG mar- 
keting operations of Wardlaw Appliance Co., Mun- 
day, Texas, and Five Star Gas Co., of Denmark, 
Wis. 

The acquisition of these companies brings 


United a total of 60 retail bulk plants, a total an- 
nual sales volume of 125 million gals of LPG. 


Isle Gas predicts 1962 increase 


Isle Gas, Hawaii, is predicting a 25 per cent 
increase in sales for 1962. Sales in 1961 showed 
a 32 per cent increase in the first five months, as 
compared to a similar 1960 period. 

Gas weed-flaming is gaining in popularity, hav- 
ing recently been used successfully in a maca- 
damia nut orchard and demonstrated on a major 
sugar plantation. 


Petrolane expands marketing activity 


Petrolane Gas Service, Inc., Signal Hill, Calif., 
last month announced the expansion of its direct 
marketing activity into eastern Illinois and west- 
ern Indiana. The company previously announced 
its entry into the Missouri market effective April 
of this year. 

The firm has also purchased a one-half interest 
in two newly-formed Canadian companies to sell 
LPG in the Provinces of Alberta and British Co- 
lumbia. 


REGEIMBAL: WASHINGTON 


Congress generous toward REA 


Congress, as usual, has opened its purse strings 
wide to the Rural Electrification Administration. 

The lawmakers, in a final compromise move, 
appropriated $175 million plus a $70 million con- 
tingency fund for the electrification program of 
the agency. This is a hefty $50 million more than 
President Kennedy had asked for, and $100 mil- 
lion more than former President Eisenhower had 
recommended. 

With carryover funds, the REA will have about 
$275 million to lend in the current fiscal year, 
which ends next June 30. 

The REA had originally asked for $220 million 
plus a $60 million contingency fund. 


Price discrimination up again 


The line between stiff competition and damag- 
ing price-cutting will be drawn again by the 
U. S. Supreme Court. The high court is being 
asked to again rule on the scope of the so-called 
“good faith” defense to price discrimination. 

This legal principle permits a supplier to cut 
a price to one customer without cutting it to all 
if it is done to meet the equally low price of a 
competitor. 

The case involves Sun Oil Co.’s price cut to 
one service station to meet the price of an in- 
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INCREDIBLE but true! Of the 18,000 control 
variations now available, Honeywell engineers 
selected and re-engineered 170 controls that do 
the job of the 18,000! And, they’ll do the job 
right! Months of statistical and engineering 
analysis went into TRADELINE to allow you 
to streamline your control stock. 


NEW © 
SELFMAILING 


NESTLED IN STYROFOAM! New idea in con- 
trol packaging. Just label and mail. Can’t get 
damaged on truck. The Honeywell Round, V80 
and V81 gas valves, pilotburners, thermocouples, 
and the Y400 Powerpile package are among 
the first of TRADELINE Controls to be nestled 
in self-mailing containers. 





“FOR WHOLESALERS: 





i FOR DEALERS: 














Now you wholesalers 
can give your dealers 
better service 


You dealers can 
give your customers 
better service 





ms 6YOU BOTH MAKE MORE MONEY ff 
mee =WHEN YOU SPECIFY 7RADELINE 





THE NEW WAY 

TO STREAMLINE 
WHOLESALERS’ AND 
DE. RS’ CONTROL STOCK ; 











NOw LESS MONEY 
TIED Up IN 
CONTROL STOCK! 





HONEYWELL 


HONEYWELL "aa 


| TRADELINE 


as LS 


HONEYWELL INTERNATIONAL. Sales and service offices in all principal cities of the free world. 
Manufacturing in the United States, United Kingdom, Canada, Netherlands, Germany, France, Japan. 







ON THE SHELF... 


Cuts control inventory drastically! The revolu- 
tion in controls is here. No need to carry an endless 
variety, tie up capital and shelf space anymore. 


Just 170 TRADELINE Controls do the job of 
18,000 or more. By selecting the TRADELINE 
Controls you need for your territory, you can 
eliminate stocking many of the models and slow- 
movers you now have to carry. In fact, a proper 
selection of TRADELINE Controls will do the 
job in 934 of all installations! 


New pocket-sized cross reference 
guide instantly tells you which 
TRADELINE Control to use. 
Prices? You get all the benefits of 
TRADELINE at no increase in cost. 


Planned program helps speed changeover. 
We'll help you streamline your stock, acquaint 
your men and your dealers with TRADELINE. 
Hard-hitting advertising and merchandising will 
help you sell, too. So place your orders now, and 
be ready for the fall rush. For additional help, 
call your Honeywell representative. 


ON THE TRUCK... 


Just a handful can handle up to 93% of all 
service problems. Now, you can afford to stock 
all the controls you should have. Put the right 
TRADELINE Controls on your truck and you’re 
in business! They eliminate that extra trip for 
the right control. 

Because TRADELINE Controls have been 
carefully selected and engineered to do the job of 
93% of all common control applications, you just 
carry a few controls instead of hundreds. The 
handy cross-reference guide tells you instantly 
what TRADELINE Control to use. Just check 
the unit to be replaced against the list and pick 
the basic TRADELINE Control. 


PROVED IN TWO-YEAR TEST! 


The TRADELINE idea of a few controls inter- 
changeable with hundreds was field and sales 
tested thoroughly in the Southwest over a 2- 
year period. Then Honeywell engineers set out to 
make the idea work for nearly every control. 

Why don’t you call your wholesaler right now? 
He’ll help you set up your basic stock. 






dependent station across the street. 

Federal Trade Commission says it isn’t legal, 
but a lower court says it is. Supreme Court will 
decide. FTC has been trying for some years to 
get the “good faith” principle killed, and if it 
loses this case, may well try to get Congress to 
bury it. 


Co-ops retain tax loopholes 


Congress this year considered the competitive 
problem tax-free cooperatives present to normal 
business firms, but put the controversy aside 
until 1962. 

The lawmakers took no action on demands from 
the White House and business groups that the 
tax laws be amended to impose a single tax on 
co-ops. Closest they came was tentative approval 
by the House Ways and Means Committee of a 
bill to close the co-op tax loophole. 

Under the Committee measure, co-ops would 
have to pay taxes on profits distributed in scrip 
to patrons but not redeemed in cash within 90 
days. For certificates which were redeemed in 
cash, the patron would pay the tax by being re- 
quired to include the amount in his tax return 
as income. 





National L.P. Gas Council’s “On the farm give- 
away” received unexpected support recently dur- 
ing the Chicago radio “Barn Dance.” The council 
bought 15 minutes of time on the show featuring 
hard-hitting spot announcements. Council mem- 
bers in the audience, shown from left to right, 
second row are William S. Brenckle, president, 
Natural L.P. Gas Corp.; W. A. Schuette, vice 
president, Petrolane Gas Service. Third row: F. 
T. Carpenter, president, United Petroleum Gas; 
Thomas H. Quail, president, Flame-gas Wiscon- 


sin Corp.; Don Barton, sales manager, Skelgas 
Division. 


Wage law goes into effect 


Dealers are reminded that the new minimum 
wage law went into effect this month (Sept. 3). 
They should make certain they comply with the 
wage, hour, and reporting requirements if they are 
covered. 

Generally, employees of L.P. gas dealers are cov- 
ered if the firms gross more than $1 million a year, 
or more than $250,000 a year if a unit of a chain. 
For firms previously covered, the minimum now is 
$1.15 an hour. For firms newly covered, the mini- 
mum is $1. Some commission salesmen are exempt, 
as are some independent oil jobbers selling mostly 
within their own state with only a portion of their 
sales to bulk distributors. (For details, see BUTANE- 
PROPANE News, June, 1961, page 12.) 


Municipal gas systems gain 


There’s no letup in the expansion of city-owned 
gas utilities. Cities are spending more on these sys- 
tems, and collecting more in revenue from them. 
As a whole, they are operating in the black. 

New figures from the U. S. Census Bureau show 
that cities spent $143 million on gas supply systems 
in 1960, some 17 per cent more than in the previous 
year. Revenues totaled $162 million, an increase 
of 14 per cent over 1959. 

For comparison, city gas systems only four years 
earlier had revenues of $90 million, and spending 
on them exactly matched. 


More new homes on the way 


The construction industry is headed for a new 
boom. Building of all types of structures—homes, 
apartments, stores, offices—is expected to hit a new 
peak this year. Government housing experts be- 
lieve new home construction will total 1.32 million, 
a gain of 4 per cent over 1960. 

This outlook is based on an expected sharp in- 
crease in new housing starts in the last six months 
of this year. New housing starts in the first six 
months of this year were at an annual rate of only 
1.2 million a year, so home building activity in the 
final six months will have to rise substantially to 
bring the yearly total up to 1.3 million. 


Marketing begins on gas dishwasher 
Preway Inc., Wisconsin Rapids, Wis., will begin 
marketing its new gas dishwasher this fall, making 
the long-awaited complete gas kitchen a reality. 
According to H. T. Anderson, vice president, the 
new dishwasher has several features that may make 
present dishwashers obsolete. These features are 
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radial wash arms that insure a forceful, more ef- 
fective washing action; complete flexibility in rack- 
ing soiled dishes; and a thermostatically controlled 
gas water heater which, in turn, makes possible 
higher water temperatures for washing and rinsing. 

(For more details on the Preway dishwasher, see 
April BPN, page 40.) 


Arkla announces price reduction 


Arkla Air Conditioning Co., Little Rock, Ark., 
recently announced an across-the-board price reduc- 
tion of $100, effective Aug. 4, on all its residential- 
type central cooling-heating units. 

Arkla also announced that during 1962 it will 
also introduce revolutionary gas-fired 2- and 3-ton 
central heating-cooling units, which will be designed 
and priced to enable the gas industry to compete 
in the builder and multiple housing market. 


June appliance sales reverse downtrend 


Appliance sales showed an upward trend for the 
month of June, reversing the steady down trend 
of the preceding months. 

Gas Appliance Manufacturers’ Association and 
American Home Laundry Manufacturers’ Associa- 
tion report the following sales for June 1961: 

Gas central heating equipment up 4 per cent 
above June 1960 with a new high level of 108,647 
units; gas range shipments, 169,200 units, 1.6 per 
cent up from June 1960; gas-fired automatic stor- 
age water heater sales up 13,300 units in the first 
six months of this year over the same period in 
1960; combination washer-dryers down 2 per cent 
from May, but up 5 per cent from June 1960; gas 
dryers up 14 per cent from May, down 24 per cent 
from June 1960; and electric dryers up 58 per cent 
from May, up 3 per cent from June 1960. 


Census shows appliance ownership 


Tabulation of sample data on household equip- 
ment collected in the 1960 Housing Census shows 
widespread presence of selected household equip- 
ment, according to the Bureau of the Census. 

Washing machines were reported in 62 per cent 
of the households. The relatively new combination 
washer-dryers were much less common, but approxi- 
mately 900. thousand were reported. 

Almost one in 10 households had electric dryers 
and a little more than one in 20 had gas dryers. 


LPG floodlighting funds obtainable 

It was recently announced by the Department of 
Defense, Office of Civil Defense, Battle Creek, Mich., 
that state and local civil defense organizations may 
obtain federal matching funds for the procurement 
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Melvin Proffit of Lowe’s Hardware Co., Roanoke, 
Va., was the bonus winner of Heil-Quaker’s 
(Lewisburg, Tenn.) national contest for its dis- 
tributor salesmen. Ann Ellington, daughter of 
Governor Ellington of Tennessee, hands the win- 
ning ticket to newly elected Heil-Quaker presi- 
dent, Len Conrad. The mink stole worn by Miss 
Ellington is the bonus prize. Overseeing the cere- 
mony is Pete Costomiros, general sales manager 
for Heil-Quaker. 


of LPG floodlighting equipment as an organiza- 
tional equipment item. 

The Civil Defense must have need for. the item 
and the manner in which it will be used must be 
clearly defined and justified in a properly executed 
project application. 


NEWSBRIEFS 


Mississippi Industries Inc. recently acquired 
controlling interest in Banks Tank Co. of Vicks- 
burg. Banks Tank manufactures pressure and 
nonpressure tanks for LPG and gasoline storage. 
MII now totals 6 subsidiary companies. 


Visitors to the Century 21 Exposition in Seattle 
will get a look into the future at the gas industry’s 
exhibit. The industry is planning a $350,000 
structure which will be one of the largest in the 
domestic commerce and industry section of the 
exposition, according to William P. Woods, presi- 
dent of Century 21 Gas Exhibit, Inc., and of Wash- 
ington Natural Gas Co. of Seattle. 


The 1962 Chevrolet truck line is concentrating 
on diesel power in medium- and heavy-duty trucks. 
The need for more models designed for specific 
hauling jobs is typified by entry into the growing 





diesel market in the medium- and heavy-duty field 
with 15 new models, according to James Conlan, 
assistant general sales manager. 


The Agricultural Committee of the American 
Petroleum Institute announced plans last month 
for the annual Agriculture-Petroleum Seminar 
November 2-3, at Louisiana State University, 
Baton Rouge. Theme of the seminar is “New de- 
velopments in farm mechanization.” 


Nevada’s Governor Grant Sawyer recently re- 
appointed Glen R. Brenner, Propane Sales and 
Service, of North Las Vegas and F. A. Martin, 
Ransome Co. of Nevada, Reno, to the Liquefied 
Petroleum Gas Board. 


Whirlpool Corp., Benton Harbor, Mich., recently 
announced an end to suggested list prices on its 


The Better Heating-Cooling Council has added 
three new sales tools to its builder sales kit, a 
complete hydronic promotion package. The new 
tools include: lawn sign for model homes, base- 
board-boiler stickers, and a four-piece mobile 
sign. They are available at Better Heating-Cool- 
ing Council, 250 Park Avenue, New York 17. 


Superior Propane Ltd., Toronto, Ontario, an- 
nounced in late July the building of two new bulk 
plants in the Province of Quebec, one at Riviere 
du Loup, now completed and in operation, and the 
other under construction at Sept lies. 


Pargas, Inc., Waldorf, Md., recently filed a reg- 
istration statement with the Securities and Ex- 
change Commission covering a proposed offering 
of 150,000 shares of its common stock, including 
75,000 to be sold by certain stockholders. 


RCA Whirlpool home appliances. The end has 
come about “because increasingly intense competi- 
tion during recent months has had the effect of 
widening the gap between true worth and the go- 
ing price,” according to Jack Sparks, vice presi- 
dent of sales. 


Union Pacific Railroad completed construction 
in late July on its new gasoline extraction plant 
40 miles east of Rock Springs, Wyo. In addition 
to processing some 28 million cu ft of gas daily, 
the plant is designed to recover propane and 


butane. 
Uregas Co., Moberly, Mo., recently purchased 


the Potosi, Mo., plant of Arcadia Valley Propane 
Gas Co. Herman Eaton will be manager for the 
new “Uregas Distributors of Potosi, Inc.” facility. 
This location brings to 30 the number of plants 
operated by Uregas. 


Natural Gas Processors Association, formerly 
NGAA, recently published a brochure for full- 
range chromatographic analysis of natural gases. 
Bulletin 2261-61 is available at 75 cents from 
NGPA, 421 Kennedy Building, Tulsa 3, Okla. 





CURRENT L.P. GAS & L.R. GAS PRODUCTION & INVENTORIES 
(A.P.1. figures—in thousands of gallons) 





Other Total 
Butane Mixes LPG 


Bu-Pro Iso- 


Propane Butane Mix 





Production (U.S.)} 
July ‘él . 
July ‘60 
'6l to date . 
‘60 same period 


380,439 
291,679 
2,625,458 
2,441,251 


178,778 
158,330 
1,384,755 
1,267,029 


51,638 
57,231 
373,948 
375,992 


74,175 
51,399 
471,384 
401,733 


88,863 
67,624 
575,035 
478,396 


773,893 
626,263 
5,450,580 
4,964,401 


263,659 
276,246 
1,934,505 
1,864,929 





Inventories (7-31-61) 
Zone ; 
Zone 
Zone 
Zone 
Zone 
Zone 
Zone 


20,734 4411 14 pikes ey 
58,966 6,020 coca 2,653 1,014 
134,687 37,115 1,429 6.129 He's 
108,759 12,507 23,151 1,453 132 
226,309 270,181 714 57,972 9,636 
281,185 116,108 994 26,169 52 424,508 5,518 
4,635 705 8,580 hs .e 13,920 1,185 
1,130 265 153 217 82 1,847 44,317 
836,405 447,312 35,035 94,593 1,424,261 222,841 
614,809 363,114 24,715 42,616 1,049,049 129,894 


25,159 
68,653 38,199 
179,360 16,897 
146,002 809 
564,812 85,420 


30,496 
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IMPROVED ——— ' 
POWERFUL : MAKE MORE MONEY 


BLOWER WITH EMPIRE 


DIRECT VENT 


HEATING UNITS 




















EXTRA HEAVY DUTY 

HEAT EXCHANGERS 
A-19 PORCELAIN 

CERAMIC FINISH 

















DOUBLE 
WALL CASING 
KEEPS SIDES COOL 

















3-WAY 


DIRECTIONAL a ; 
FLOW REGISTER ; Honest Quality. 7.8% greater effi- 


ciency and the right price mean faster 
sales. 














Available in 10,000, 18,500, 30,000, 
SEALED : 40,000, and 70,000 BTU. 
BURNER i 


There is a terrific opportunity for 
volume and you keep up to 20% more 
profit. Get the complete story. Write 
today for the Empire Direct Vent 


EXCLUSIVE I sales building plan. 
SUPER-SILENT ‘ 


VALVE 
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MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY © BELLEVILLE, ILL. 
Send information on Direct Vent Sales Plan. 
NAME........00..... 
DEALER NAME 
DEALER'S ADDRESS 
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Shell stores millions of gallons of Propane 
in five enormous man-made caverns to promise you 
ready gas delivery all year round 


Chopped and blasted from solid 
rock, Shell’s Wood River, Illinois 
gas cavern holds 10 million gal- 
lons of Propane. 

In the Southwest, three subter- 
ranean salt domes hold another 
32 million gallons. All told, Shell 
has five such underground reser- 
voirs—linked with a network of 
Propane producing plants. 

This is how Shell assures its 
distributors an adequate supply 
even in busiest months—and helps 
them develop more profitable 
business. 


N ASSURED source of supply is an 
A\ abeoture “must” for any LP-Gas 
distributor who wants to make money. 

That's why Shell backs up its dis- 

tributors with one of the most care- 

fully planned supply networks in 
the business. 


Four facts give some idea of its scope 
—and significance to you. 


Four important facts 


(1) Shell draws Propane gas from a 
network of over 20 producing plants. 


(2) Shell holds millions of gallons of 
Propane in reserve. Stored in mam- 
moth, man-made caverns. These cav- 
erns, five in all, are strategically located 
to serve the areas where Shell Propane 
is sold. 


(3) Shell has thousands of producing 
wells to draw from. Propane comes 
from petroleum and natural gas. And 
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Shell’s underground petroleum re- 
serves are conservatively estimated in 
the millions of barrels. 


(4) Through integrated pipelines, 
tank cars and transports, Shell can meet 
its distributors’ needs anywhere in 


the U.S. or Canada. Shell distributors 
don’t suffer from “shortage headaches’ 


Call your 
Shell Representative 


These four facts help provide a solid 
framework for distributor profit. They 
show why Shell distributors stay with 
Shell—and why so many others are 
switching to Shell. One of our repre- 


sentatives will be glad to talk with 
you. Contact the nearest Shell office, 
or write: Shel] Oil Company, 50 West 
50th Street, New York 20, New York. 





A BULLETIN FROM SHELL 


—where 1,997 scientists are working to 
provide better products for industry. 





BUTANE-PROPANE News 





Cyyoud the “Vine 


By WILLIAM W. CLARK « Editor 


The double standard of ethics 


EVENTS IN WASHINGTON THIS PAST SUMMER 
have served to strengthen our conviction that the 
people who are running things are firmly com- 
mitted to a double standard of ethics. What’s 
sauce for the goose is bitter gall for the gander, 
with some of the top people in the Administra- 
tion standing by to administer it. 

The events followed in rather rapid sequence. 
First, there was the announcement that TVA 
was going to reduce its rates for the fourth time. 
The announcement was made in the best tradi- 
tions of Madison avenue-ism, which was loudly 
decried by the Administration in its Presidential 
campaigns last fall. The gray-flannel suit crowd 
would have been proud to hit upon a gimmick as 
brilliant as the one that was used to make the 
announcement. 

The new rate is called the “Norris Centennial,” 
after the late Sen. George W. Norris, who would 
have been 100 years old on July 11. To make 
the announcement, a delegation composed of TVA 
board members and members of Congress de- 
scended upon the White House for a carefully 
recorded “ceremony.” There was some good- 
natured banter, capped by a mutual resolve to 
continue to push ahead on this particular “New 
Frontier.” Then everyone trotted back to Capi- 
tol Hill to plan a few more vote-getting goodies. 

To the assorted liberals and opportunists in- 
volved, there was nothing incongruous about re- 
ducing rates at a time when the cost of living 
index had just shot through all previous ceilings. 
Nor was there anything illogical about cutting 
price on a commodity that they say we desper- 
ately need more of—federally generated electric- 
ity. We have always associated price cutting 
with oversupply of a commodity, but they may 
be a little old fashioned. Washington’s benefi- 
cent redistributors of the wealth are clamoring 
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for more, more, more government-owned gener- 
ating capacity. They warn us that we are losing 
this race to Russia (for whatever significance 
that fact might have). But at the same time 
they are cutting prices and working overtime to 
try to create more demand. 

The reaction to the Norris Centennial rate was 
predictable: the utilities and the “reactionary” 
press blew their collective cork. It was obvious 
to them, as well as to anyone else who is tired 
of paying the bill for federal power, that the 
Administration had pulled a cheap political trick. 
The mask of beneficence was a transparent dis- 
guise: it was pretty obvious that one of the real 
purposes of the Norris Centennial was to (once 
again) put the electric utilities in a bad light. 
“See how much cheaper your efficient govern- 
ment can furnish you electricity than can the 
profit-grabbing electric utilities,” was the point 
they were making. Said one Congressman Joe 
Evins of Tennessee: 

“The high paid executives of the private utili- 
ties are smarting over the TVA’s demonstrated 
ability to operate efficiently and to provide re- 
duced power rates to the consumer. These offi- 
cials .. . must be afraid that the private power 
rates will be compared to the much lower power 
rates of the TVA area.” Of course they are. For 
a long time federally generated power rates have 
been used as yardsticks by the Federal Power 
Commission in establishing ceilings on private 
electric companies’ rates. 

Further, “These special interest groups are 
opposed to any advancement in the production of 
low cost electricity. 

“These present-day utility Insulls have not 
ceased their greedy efforts to constantly milk 
the public while also asking for special favors 
for themselves in the form of power-wheeling 





Cuyoud We blue (continued) 


contracts and rapid tax amortization.” 

Evins’ intemperate use of such epithets as 
“Insulls,” “greedy,” “milk the public,” and “spe- 
cial favors” is a pretty good tip-off that the anti- 
business climate in Washington is as severe as 
ever. His stand also illustrates the double stand- 
ard of ethics that is guiding the in-power liberals 
these days. In the Washington lexicon, milking 
the profits to produce a 6 or 7 per cent profit is 
greedy and sinful, but milking the taxpayers to 
provide special favors for one segment of the 
populace is just good sport. 

Senator Kefauver says he wonders why every 
utility in the United States can’t afford to cut 
its rates. “The history of TVA teaches that an 
expanding power supply encourages greater use 
of electricity and this, in turn, means greater 
revenues. As its revenues have increased, TVA 
has given the consumer a break by lowering 
rates. The private utilities can do no better than 
to follow the TVA example.” 

We hope the good senator does not oversim- 
plify all issues so grossly. If he does, we feel 
moved to offer a prayer of thanks that his bid 
for the White House job fell short of the mark. 

While the TVA-ers are pulling off such hi-jinks 
as a means of putting the investor-owned electric 
companies on the spot, once again our own L.P. 
gas friends in the TVA territory are caught in 
the squeeze. 

But other events that followed the TVA she- 
nanigans hit much closer to home, and give even 
clearer evidence of the blossoming of the Wash- 
ington double standard. Uncle Sam, in the per- 
son of Robert Kennedy, decided Suburban Gas 
(which, with all due respect to Mr. Sidenfaden, 
would be lost in General Electric’s hip pocket) 
was just too big for the good of its customers 
in certain areas. 

Suburban’s alleged sin was the violation of the 
anti-merger provisions of the Clayton Anti-Trust 
Act. To prove its contentions, the Justice Depart- 
ment is bringing the matter into court, and now 
Suburban faces a long and costly legal battle to 
prove that in the total fuels picture it’s really 
kind of small potatoes. 

Well, now, while Bob Kennedy was girding 
for the mighty grapple with the awful ogre from 
the West, his brother, the President, was muster- 
ing a stout-hearted crew to attack Bobby’s flank. 
In short, he was trying to strip Bobby’s Justice 
Department of some of its power. 

The situation was this: Last year the Supreme 
Court decided that the acquisition of a private 
dairy by a milk co-op violated the Act. This dis- 
turbed the pro-co-op boys no little bit. They be- 
gan agitating for “relief” from the Act. 


This past summer they thought they had found 
a solution: write a provision into the omnibus 
farm bill that would put the co-ops above the 
law. The Justice Department would be relieved 
of its jurisdiction over co-op mergers. And do 
you know who would have jurisdiction? The 
Agriculture Department, which among other 
things is the father and foremost advocate for 
the REA co-ops! 

(Sort of like hiring your own umpire.) 

But that wasn’t the worst of it. Under the 
omnibus bill, the Agriculture Department could 
break up a merger only if the result was an “un- 
due enhancement in price.” 

Secretary of Agriculture Orville Freeman 
thought it was a nice idea, which was not too 
surprising. Bobby Kennedy didn’t, and he 
wanted to tell Congress as much. So Bobby and 
Freeman were summoned to the White House 
for a conference. Bobby came off second best. 
The “report” he was allowed to submit to Con- 
gress was, in the words of a JD spokesman, a 
“very poor report.” 

Even Sen. Kefauver couldn’t stomach this turn 
of events, so he led the Senate fight against it. 
After one rebuff, he won his point, and the of- 
fending clause was stricken from the final, ap- 
proved bill. 

We wish we could believe that the defeat was 
final, but as double-standardism continues to 
gather strength the issue is almost certain to 
be revived. The liberals will continue to push 
the idea that what is verboten for profit-seeking 
private business is “in the public interest” when 
done by the co-ops. Bigness is sinful for you, but 
not for me. 

It is interesting to note that in its complaint 
against Suburban Gas, the Justice Department 
charges only that “In localities in which Sub- 
urban Gas has acquired other retail sellers of 
liquefied petroleum gas, prices to consumers have 
been increased following such acquisition.” If 
the anti-trust immunity provision had passed 
the Senate, presumably such a condition, if true, 
would not have been sufficient cause to issue a 
complaint against a co-op. 

As Bobby Kennedy says, the Agriculture De- 
partment would have a devil of a time establish- 
ing what was an undue price enhancement. Be- 
sides, it’s dubious that most co-ops, following 
purchase of a private business, would ever raise 
the price to a consumer. They have the same ad- 
vantage of “efficiency” (i.e., tax exemption) as 
has the TVA, and they’ve got access to a bottom- 
less well full of 2 per cent money besides. If they 
can’t undercut investor-owned business with 
those handicaps, they better quit trying. a 
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Service plays a major part in his success! 


Robert Morse knows how competitive the LP 
Gas business can get . . . that’s why he speaks 
with pride of the long, successful history of his 
company, the Coleman Gas Service of Lockport, 
Illinois. He attributes a good part of this success 
to Cities Service. “To stay a step ahead of my 
competitors,” says Morse, “I need fast depend- 
able service. Our company has been getting this 


500 Robert Street 
St. Paul 1, Minnesota 


3101 Euclid Avenue 
Cleveland 15, Ohio 


7730 Carondelet Ave. 
Clayton 5, Missouri 


3435 Broadway 
Kansas City 11, Missouri 


20 N. Wacker Drive 
Chicago 6, Illinois 


701 Sherland Building 
South Bend 1, Indiana 


from Cities Service for more than 25 years.” 

Like many leading LP Gas dealers, Morse 
has joined the Cities Service branded program. 
He displays the Cities Service emblem because 
he knows that the name stands for dependable 
quality and service. His customers know it, too. 
Go branded and see what the name Cities Service 
can do for you! 


170 University Avenue 
Toronto 1, Canada 


1658 East Euclid 
Des Moines 13, lowa 


626 E. Wisconsin Avenue 
Milwaukee 2, Wisconsin 


CITIES 
SERVICE 


LIP ®GAS 
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A BPN Field Report 


Two million gallons a day 
to flow through Dixie Pipeline 


DIXIE PIPELINE COMPANY started construction of 
its 1100 mile liquefied petroleum gas system in 
mid-July. Designed to bring the LPG consuming 
areas on the southeastern Atlantic seaboard into 
direct pipeline contact with the producing areas 
on the Gulf Coast, the Dixie system is scheduled 
for late fall completion. Some 50,000 bbls of lique- 
fied petroleum gas product will move daily through 
the system. 

The Dixie project represents the culmination of 
efforts of eight major petroleum companies to 
build a pipeline system for transporting L.P. gas 
into the southeastern seaboard area. Included in 
the project in addition to the 1100 miles of pipeline 
are 10 pumping stations and seven terminals as the 
system traverses a southerly route from Mont Bel- 
vieu, Texas, crossing five states before terminating 
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in North Carolina. The pipeline will pass through 
Louisiana, Mississippi, Alabama, Georgia and South 
Carolina. 

Represented as stockholders in Dixie Pipeline 
Co. are Warren Petroleum Co., Phillips Petroleum 
Co., Tuloma Gas Products Co., Humble Pipe Line 
Co., Union Texas Natural Gas Corp., Shell Oil Co., 
Empire Gas & Fuel Co. (Cities Service) and Sin- 
clair Pipe Line Co. 

Earlier this year, Dixie announced officers of the 
company as: F. E. Neptune, president; R. P. Len- 
nart and E. A. Slade, vice presidents; C. J. Senger, 
treasurer; and R. A. McIntyre, secretary. Neptune 
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Dixie Pipeline 





is associated with Phillips, Lennart 
is with Service Pipe Line, and Slade 
directs Okan Pipe Line Company, 
a Warren affiliate. Senger is with 
Warren, and McIntyre, is with Tu- 
loma. 

The officers selected Service Pipe 
Line Co. to design, engineer and 
supervise the construction of the 
pipeline and pumping _§ stations. 
Phillips Petroleum Co. was desig- 
nated to supervise the construction 
of distribution terminals. 

Deliveries of LPG product into 
the pipeline system will be made at 
points along the system from Mont 
Belvieu to as far east as Baton 
Rouge, La. Distribution of product 
from the pipeline will be accom- 
plished at seven terminal points 
from Hattiesburg, Miss., to near 
Raleigh, N. C. In addition to these 
two locations, terminal stations will 
also be constructed near Demopolis 
and Opelika, Ala.; Griffin, Ga.; and 
Lexington and Cheraw, S. C. 

Although information has not 
been released to indicate operating 
practices to be followed in dis- 
patching the system after comple- 
tion, it is known that there will be 
underground storage caverns con- 
nected to the system. Storage cav- 
erns are located near Hattiesburg, 
Miss., and Demopolis, Ala. Use of 
such caverns normally permits a 
dispatcher to level out pipeline 
throughout by using the storage 
cavern for supply or load as neces- 
sary. 

The LPG pipeline system will 
vary in pipe diameter size from 6- 
12 in., beginning with a 10-in. sec- 
tion from Mont Belvieu to Baton 
Rouge, La. East of Baton Rouge 
the line will be 12 in. to near the 
Alabama-Georgia state line where 
it will reduce to 10 in. to Griffin, 
Ga. From Griffin the line will be 
8 in. to McBee, S. C. The final sec- 
tion from McBee to the terminus 
will be 6 in. 

Service Pipe Line has announced 
successful bidders for pipeline con- 
struction contracts. Five construc- 
tion companies selected were Hous- 
ton Contracting Co. and Sharman, 
Allen, Gay & Taylor, Inc., Houston, 
Texas; H. B. Zachry Co., San An- 
tonio, Texas; O. R. Burden Con- 
struction Corp., and Stanley-Bled- 
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soe Corp., Tulsa, Oklahoma. 

The system has been divided into 
five sections for the construction 
work. Section 1 from Mont Bel- 
vieu to the Mississippi River was 
awarded to Houston Contracting; 
Section 2 from the Mississippi to 
Demopolis went to Sharman, Allen, 
Gay & Taylor; and Section 3 from 





DIXIE PIPELINE 
AT A GLANCE 


Length: 1100 miles 


Throughput: 50,000 gal daily 


Terminals: tottiesburg, Miss. 
Raleigh, N. C. 
Demopolis, Opelika, Ala. 
Griffin, Ga. 

Lexington, Cheraw, S. C. 


Underground 
storage 
locations: Hattiesburg, Miss. 
Demopolis, Ala. 


Pipe sizes: Mont Belvieu, Texas 
to Baton Rouge, La. 
—1!0 in. 
Baton Rouge to 
Alabama-Georgia state 
line—1!2 in. 
Ala.-Ga. state line 
to Griffin, Ga.—I0 in. 
Griffin to McBee, S. C. 
—8 in. 
McBee to Raleigh, N. C 
—6 in. 


Pumping 

stations: Mont Belvieu, Texas 
Baton Rouge, St. Charles, 
Cecilia, La. 
Hattiesburg, Miss. 
Prairieville, Opelika, Ala. 
Griffin, Norwood, Ga. 
Lexington, S. C. 











Demopolis to Griffin went to H. B. 
Zachry Co. Section 4 from Griffin 
to McBee was given to O. R. Bur- 
den Construction, and the final Sec- 
tion 5 from McBee to near Raleigh, 
was awarded to Stanley-Bledsoe 
Corp. 

Nine spreads will be used in the 
construction work, two each by the 
firms assigned Sections 1 through 
4 and one by the contractor on Sec- 
tion 5. No details have been re- 
leased on testing procedures. 

Firm orders for pipe required on 
the project were placed with domes- 
tic mills in mid-May assuring de- 
livery as required. As of the latter 


part of June, Service announced 
that 50 per cent of the right-of-way 
had been acquired and 45 per cent 
of the survey had been completed. 

Service Pipe Line will also super- 
vise the construction of the ten 
pumping stations necessary to push 
the product through the system. 
Stations will be constructed near 
Mont Belvieu in Texas; three in 
Louisiana near St. Charles, Cecelia 
and Baton Rouge; near Hatties- 
burg, Miss.; two in Alabama near 
Prairieville and Opelika; two in 
Georgia near Griffin and Norwood 
and one near Lexington, S. C. 

Seven distribution terminals will 
be constructed under the supervi- 
sion of Phillips Petroleum Co. 

Completion of the Dixie pipeline 
into the southeastern Atlantic 
coastal area will open a new mar- 
keting area for liquefied petroleum 
gases. The ability to deliver on an 
uninterrupted basis upwards of two 
million gallons of LPG products 
during each twenty-four hour pe- 
riod should insure an adequate sup- 
ply of product. 

Earlier this year another lique- 
fied petroleum gas line was pro- 
posed by Trans-Southern Pipeline 
Company, a subsidiary of Trans- 
continental Gas Pipe Line Corp. of 
Houston, Texas, to deliver LPG 
product into the same general area. 
The Trans-Southern pipeline as 
originally proposed, would follow 
the general route of Transcontinen- 
tal’s existing gas pipelines to the 
Carolinas. The effect of the Dixie 
construction program upon the 
Trans-Southern project is not 
known. 

Upon completion, the Dixie sys- 
tem will be the second longest pipe- 
line in liquefied petroleum gas serv- 
ice. The longest, slightly less than 
2200 miles, was built by Mid-Amer- 
ica Pipeline Company and placed in 
operation last year. This pipeline 
extends from Eunice, N. M., to 
Minneapolis, Minn., and Madison, 
Wis. The Mid-America system uses 
6-, 8-, and 10-in. pipe and was de- 
signed for approximately 85,000 
bbls per day. Operation of their 
pumping stations is controlled by a 
dispatcher from the company’s Tul- 
sa, Okla., headquarters. 

There has been no announcement 
as to Dixie’s intentions for auto- 
matic contro] of facilities on their 
system. ® 
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Arkansas dealer converts a space 
heater market to central systems 
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“In many 
areas of Arkan- 
sas, we are find- 
ing that the 
electric boys are 
our biggest 
competitors for 
the heating 
load. 

“Too many L. P. gas dealers 
have been content to sell space 
heaters only. These installations 
are sitting ducks for electric 
companies. To protect our heat- 
ing loads, we must upgrade 
these systems; sell the customer 
on the ultimate in comfort; sell 
him on central gas heating and 
air conditioning.” 

This warning is being sound- 
ed throughout Arkansas by 
Amos David, J. David, Jr., Bill 
Rea, and Joe Trull of David 
Sales & Service Co., of Caraway. 
The David company is not only 
a top-flight LPG dealer in its 
own right but also one of the 
most successful distributors of 
Janitrol heating and air con- 
ditioning equipment in the na- 
tion. In fact, if central L. P. 
gas heating plants are the sys- 
tems of the future in the state, 
Amos David is surely one of 
their foremost prophets. 

A prophet is ineffectual with- 
out followers. David has many 
followers throughout his terri- 
tory, and No. 1 is his fuel com- 
petitor and hardest-selling 
equipment retailer, Jack B. Mor- 
ris of Jonesboro. 

What makes Morris No. 1? 


WILLIAM W. CLARK « Editor 


IT USUALLY TAKES SEVERAL KEYS TO UNLOCK THE 
DOOR TO SUCCESS, but for Jack B. Morris the one 
that finally springs the locks is his systematic ap- 
proach to selling central heating and air condi- 
tioning. 

The measure of his success in this field can be 
taken by comparing sales to total customers and 
total sendout. Jonesboro Butane Gas Co., Inc., 
which Morris manages (he’s also vice president) 
serves approximately 2900 customers in the areas 
of Jonesboro and Walnut Ridge. Last year, gallon- 
age sales approximated 4.5 million. In 1960 the 
company sold and installed 98 central heating 
plants, or one for every 29 homes it supplies with 
gas. 

In the first five months of 1961, Jonesboro Butane 
sold more than 80 tons of air conditioning. With 
each job averaging 3 tons, this figures out to 27 
installations, almost one for every 100 customers 
—and most of these were sold long before the hot 
weather was due to arrive! 

If these had been the company’s first years in 
the central heating and air conditioning business, 
the records might be largely discounted as a freak, 
or a matter of skimming the cream off the market. 
But Jonesboro Butane has been in the central 
heating business since ) 
1952, in air conditioning 
since 1958, so the tempo 
of sales had been gradu- 
ally building up. When 
you examine Morris’ sell- 
ing methods, you become 
convinced that what the 
company has been doing 
in these past two years 
is likely to be repeated 
year after year into the 
future. 

The reason why the 


J. B. Morris 
Jonesboro Butane Gas 
Jonesboro, Arkansas 
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First, heat loss calculations are made and charts are prepared. At left is the chart for the first floor; at right is a portion 


of the chart made up for the second floor. 





DAVID - Janitrol Heat Gain Data Sheet 
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Second, a heat gain data sheet is made up for the cooling cycle. 
(The unused portion of the chart has been cropped out of the 


company got into central heating in 
the first place is because the Jones- 
boro Butane management sub- 
scribed wholeheartedly to David’s 
thesis that you have to sell your 
customers on comfort. The jobs 
that were being installed by heat- 
ing contractors at the time were 
not calculated to provide the com- 
fort that a customer had a right to 
expect, according to Morris. 
Historically, the area of Arkan- 
sas the company serves has always 
been a space heater market. Few 
homes have basements. There are 
few central oil systems to be con- 
verted. Most homeowners have had 
to make the transition from prim- 
itive fuels and systems; for this 
reason, most conversions to gas 
were made with space heaters. Old- 
er homes equipped with ducts and 
vents have been hard to find. 
Thus, the installation of a cen- 
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engineers a job 





GARAGE 





Third, a com- 
plete floor plan 
of the structure 
is _ blueprinted, 
and the __ pro- 
posed system is 
drawn in. Note 
that the first 
floor ducts 
(above) are 
laid in the crawl 
space, the sec- 
ond floor ducts 
(right) in the 
attic. 


Finally, the entire proposal is bound 
into a folder for presentation to the 


customer, 
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tral heating system into the typical 
Arkansas home requires the full 
treatment, and good engineering 
work is a must. 

Jonesboro Butane’s customers 
were not getting good engineering, 
says Morris. Equipment was cheap 
and undersized. Sheet metal men 
were charging such high prices to 
install duct work that most con- 
tractors were cutting corners on 
this part of the installation. 

This put the L. P. gas dealer 
who was serving the customer 
squarely on the spot. “We had to 
try to keep our customers satisfied 
with the LPG heating system,” 
recalls Morris. “In a way, we were 
actually assuming liability for 


these poor installations. 

“So we decided to do the jobs 
ourselves.” 

There were two principal ways 
in which the company felt it could 
provide « quality job at reasonable 
cost. First, it would use its own 
personnel exclusively for all the 
chores required in making an in- 
stallation. Second, by using pre- 
fabricated sheet metal ductwork, it 
could pare labor costs sufficiently 
to enable it to provide properly 
sized, properly insulated ductwork. 

In essence, its goal could be stat- 
ed in a single phrase: control of 
quality and control of cost. 

The following are the several 
keys to success of Jonesboro Bu- 
tane: 


First, the type of customer. “We 
‘price out’ the poor customer,” de- 
clares Morris. “Today, practically 
all our tanks are out on a lease— 
with-option-to-buy arrangement. 
When we first put in the tank, 
we charge the customer a flat lease 
fee of $137.50, payable in full on 
delivery. In some cases we will fi- 
nance this charge for him but we 
prefer not to—and seldom do.” 

As part of this package, the 
customer can purchase the tank 
any time he chooses by paying an 
additional $137.50. The full lease 
charge is credited to the purchase 
price. 

“We don’t want the $1l- and $2- 
a-month type of customer,” says 
Morris. “With our plan, we have 
a steadier clientele, and we know 
we have the kind of customer who 
is able to pay his bills.” 

Having this calibre of customers 
is advantageous when you're sell- 
ing central heating systems. Most 
of them are good, qualified pros- 
pects for central heating, so nearly 
all of Jonesboro Butane’s selling 
efforts are directed at them. Less 
than 25 per cent of all central heat- 
ing sales are made to new con- 
struction, according to Morris; 
most of the balance are to his own 
customers.. 

Morris likes to time his sales 
presentations to coincide with re- 
modeling or other home improve- 
ment projects. “Usually we like to 
approach the customer when he is 
in the ‘home improvement’ frame 
of mind.” Another psychological 
advantage of this timing: the house 
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Here’s how Jonesboro Butane 
installs air conditioning 


Loyd Somers (left) and Eddie Joe Flowers, two of Jonesboro Butane's specialists, put in 
the 125,000-Btu furnace. 


Outside, Somers and Flowers charge the 3-ton air conditioning unit. 


Although most heating and air conditioning jobs are sold to present customers, Jonesboro 
Butane doesn't overlook the new home market. Here's a |!/2-story home in which the 
company did the complete installation. 
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will be upset anyway, so it’s desir- 
able to have all the inconvenience 
over with at once. 


The second key, and by all odds 
the most important, is Jonesboro’s 
sales approach. Good engineering 
for assured comfort is uppermost 
at all times. 

“We choose the homes with care 
that we want to heat,” says Morris. 
They must be either of brick or 
solid, sound frame construction. 
If the home cannot be put into 
proper condition to enable the heat- 
ing system to provide true com- 
fort, he refuses to consider it. 

If homes are not already insulat- 
ed, he urges that they be. While 
Jonesboro Butane does not itself sell 
insulation, it recommends it be put 
in the ceilings and, if possible, in 
the walls as well. For the ceiling, 
a 4-in. vapor barrier is suggested. 
(Morris does not approve of the 
electric industry’s “6-4-2” formula. 
He agrees it makes a home too 
much like a thermos bottle.) 

Morris follows David Sales & 
Service Co.’s recommendations 
down the line on engineering the 
jobs. Once he feels he has the 
customer in a receptive mood, he 
or one of his men comes in and 
prepares a carefully detailed sur- 
vey of the house. Measurements 
are taken of walls and windows 
and a heat loss chart is prepared 
(heat gain, too, if air conditioning 
is to be considered). 

He is careful to inquire about the 
living habits of the family. Do 
they like the house somewhat cool, 
or do they prefer a higher-than- 
average heat level? Are there cer- 
tain rooms they would like to keep 
cooler or warmer than others? 

As Morris points out, a gas- 
heated home can give the same 
room-to-room temperature differ- 
entials that are claimed as advan- 
tages for electric heating systems. 
The difference is that with electric 
heat, some rooms must be kept 
cooler to keep costs down. With 
gas heat, however, it’s choice. 

“In many homes there is an 
infant or an old person whose bed- 
room should be kept warmer than 
the rest of the house. With a little 
engineering we can make this room 
10 to 12 degrees warmer.” Over- 
sized ducts and overbalancing the 
system make the difference. 
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All the statistics, notes, and 
drawings are taken back to the 
office, where a complete individual 
presentation is prepared. This is 
made up into a folder which con- 
tains heat gain and loss charts, 
equipment recommendations, cost 
estimates, and a blue print of the 
house floor plan showing proposed 
installations of furnace, ductwork, 
registers, and vents. 

Frequently, at this point, Morris 
will consult with David or one of 
David’s heating specialists. They 
give him help on the unusually 
tough jobs. 

The presentation is made up in 
triplicate so that Jonesboro Butane 
will have a copy, as well as David 
Sales & Service. These data on all 
Janitrol heating jobs in the state 
are kept on file by David for fu- 
ture reference. This is helpful in 
case of servicing difficulties, war- 
ranty problems, etc. The file also 
represents the answers to a great 
many individual heating problems 
which can be helpful in designing 
similar systems in the future. 

When the folder has been com- 
pleted, a Jonesboro Butane repre- 
sentative calls on the customer and 
goes over the entire presentation, 
step by step, showing all the work 
required, the equipment, and the 
cost, and explaining why it was 
designed as it was. 

The heat loss survey and the en- 
gineering work involved usually 
consume at least half a man-day. 
How worth while is all this trouble 
and expense in making a sale? 

Amos David has the answer to 
that one: “We went through the 
records from 1957 to March 30, 
1960, to find out how many of 
Jack’s surveys had been converted 
into sales. It came to 93 per cent.” 


The third key is the job itself. 
Although each installation is tai- 
lored individually, and on some 
houses different types of equip- 
ment are recommended, Morris has 
standardized pretty much on a 
downflow heater with underfloor 
ducts. 

Few homes have basements, so 
usually the simplest efficient unit 
to install is a vertical model that 
will fit into-a closet or utility 
room on the main floor. With a 
conventional upflow model, ducts 
would have to be laid in the attic, 
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have the warm air forced down 
through the ceiling. This, of 
course, would cause draft problems. 

With the down flow, the ducts 
are run in the crawl space under 
floor. On most jobs, floor registers 
are used to distribute the warm 
air. “We prefer these to wall reg- 
isters,” says Morris. “It is easier 
to cut through a floor than to make 
an opening in a wall.” 

The downflow heater costs a 
little more than other types of 
equipment, such as a_ horizontal 
heater installed under the floor or 
in the attic. But his customers 
seem to like them better, according 
to Morris. Ninety per cent of the 
company’s jobs are downflow. 

The moves from non-central 
heating to central heating to cen- 
tral air conditioning are a nat- 
ural progression. Wherever possi- 
ble, of course, Jonesboro Butane 
will try to sell the customer on 
going all the way in a single step. 
But if he isn’t ready for air con- 
ditioning yet, Morris urges him to 
size the heating installation for an 
add-on job later. This involves 
larger ducts, a larger furnace blow- 
er, and the provision of sufficient 
space for the add-on unit. This runs 
up the costs of an average central 
heating installation about $100, ac- 
cording to Morris. “This won’t 
save him much money, but it will 
save him a good deal of inconven- 
ience later.” 

Nearly all of his customers vote 
for a system that is sized for air 
conditioning add-on. This pleases 
Jonesboro Butane, since it indi- 
cates they are seriously consider- 
ing the additional investment later 
on. At this juncture, a good part 
of the sales battle may be consid- 
ered to have been won. 

Jonesboro Butane can install a 
central heating system for an aver- 
age 1200-sq. ft. house for between 
$675 and $825. The same house 
can be completely air conditioned, 
winter and summer, for $1775 to 
$1875. 


Key No. 4 would have to be 
Jonesboro Butane’s employee or- 
ganization. All 18 people on the 
company payroll are salesmen; ail 
earn commissions for sales they 
make. There are no full-time sales- 
men as such. But most important 
is the servicing and installation 


organization. Today there are six 
trained servicemen who can install 
central heating and air condition- 
ing as well as handle a full range 
of servicemen’s duties. In the three 
years since Jonesboro went into 
the air conditioning side of the 
business, three of these men have 
spent a majority of their time with 
heating and air conditioning. In 
fact, in the past year and a half, 
these three have devoted almost 100 
per cent of their time to these ac- 
tivities. 

All six men are trained to do 
everything required to install both 
heating and air conditioning. Mor- 
ris does not hire “experts’”—he 
hires men who he thinks can be 
developed. Then all of them go 
every year to Amos David’s fac- 
tory-approved Janitrol school. Each 
course lasts for four days, during 
which time students are given a 
complete refresher on the funda- 
mentals of installing heating and 
cooling. 

With such a heavy program in 
heating and air conditioning, it 
might be supposed Jonesboro Bu- 
tane is growing a bit “lopsided” in 
its load-building approach. But 
such is not the case. The company’s 
biggest load is domestic (“by 
choice,” says Morris) but it also 
sells tractor fuel, fuel for rice well 
and irrigation pumping, for fork 
lifts, and for various industrial 
and commercial uses. 

Nor have Jonesboro Butane’s 
other appliance sales suffered. Mor- 
ris is still strong for space heaters. 
“Last year was the biggest year 
we ever had for large console heat- 
ers,” he says. “In a three-month 
period in the fall, we pushed about 
50 of Dearborn’s large heaters. 

“As for the little ones, we peddle 
them like ‘fruit!’ Our service 
trucks carry them as a part of 
standard inventory. We have a 
standardized trade-in price on old 
equipment, so our servicemen can 
negotiate a sale right on the spot.” 

In appraising Morris’ success, 
David likes to refer to him as 
“first.” “I’ve noticed,” he muses, 
“that if a man is first in one thing, 
he’s usually first in everything. 
Jack is invariably the first dealer 
to enroll his men in our service 
schools. And as far as gas heat 
sales are concerned, he’s first in 
Arkansas with us.” a 
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Eight examples 
show how 
two-way radio 


helped 


this small dealer 


A BPN Exclusive 


“TWO-WAY RADIO IS THE ONE WAY 
I CAN COMPETE WITH MY BIG BROTH- 
ER DEALER,” says Keith Gravenhorst, 
vice president of La Porte Propane 
Gas Co., La Porte City, Iowa. 
The significant thing about 
Gravenhorst’s story, we believe, is 
that he is a small dealer who has 
benefited greatly from radio. Five- 
years-old La Porte Propane consists 
of one plant with 24,000 gal. stor- 
age and two people, Gravenhorst 
and his driver. They served—at 
last count—112 customers, 110 on 
bulk tanks and 2 on cylinders. Last 
year, they sold 400,000 gal. 
That’s an average of 3571 gal. 
per customer, or 4.6 times the Iowa 
average revealed in the preliminary 
recap of the BPN Census. Another 
way to appraise their efforts is 
to state that, although La Porte 
Propane has only 22 per cent of 
the customers of an average Iowa 
dealer, its sales are 82 per cent 
of the average. Any way you look 
at it, Gravenhorst and his partner 
are doing a fine job. And, of course, 
he gives credit to his radio set-up. 
“Radio can be of more value 
to a small dealer than to a large 
dealer because a small dealer doesn’t 
have the specialized manpower for 


BUTANE-PROPANE News 





in unusual 
circumstances 

as well as in 
routine operations 


each phase of his business, such 
as bookkeepers, service men, etc. 
With only one man for delivery 
and service, you can afford no 
wasted time.” 

“Each morning,” says Graven- 
horst, “we set up the delivery 
route using the degree day system. 
Then the driver starts out. If there 
is a service call, he is notified on 
the radio and takes care of it 
at the closest point in the route. 
If a prospect calls and is on the 
driver’s route, the driver is notified 
by radio, stops in, and gives the 
prospect the facts. If the prospect 
is a good one, the driver informs 
me on the radio and I call on him 
at once. He likes this fast service 
and it’s a big help in selling your- 
self.” 

That’s the way two-way radio 
helps La Porte Propane in its 
day-to-day operations. But the un- 
usual can sometimes occur on an 
almost day-to-day basis. Then, 
Gravenhorst’s radio comes in espe- 
cially handy. Eight examples of 
how radio helped him in various 
unusual circumstances are shown 
on the accompanying cards. 

Because radio ought to be able 
to help any small dealer in the 
same way, BPN presents the eight 
examples on these two pages. & 
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Dealer improves 


with new — 


A BPN Exclusive 


STREAMLINING THE OFFICE AC- 
COUNTING AND BILLING SYSTEMS 
has paid off in time and money 
savings and improved customer re- 
lations for a California dealer in 
L.P. gas. 

Until the new office system was 
installed at Modern Gas Service 
in Chico, Calif., the monthly billing 
process involved nearly. a week’s 
time, according to J. E. Fosmire, 
president and general manager. 
Now it is accomplished in a single 
day. 

The home office of Modern Gas 
Service is located in Chico, but 


A new billing system where the customer ledger card is run through a copying machine Fosmire also has branch installa- 
and the copy sent out as the monthly statement has cut statement processing time from tions in the neighboring eeraecall 
days to a matter of hours at Modern Gas, Chico, Calif. ties of Los Molinos and Paradise. 

“We do the billing from Chico,” 


says Fosmire, “and the records 
are brought here by the branch 
managers. Under the old system 
we would have to close off the 
month on the 25th in order to get 
the statements out by the Ist. 
Sometimes a delivery could be made 
in the interim, say on the 28th, 
and since it wouldn’t be billed until 
the end of the following month the 
customer would often claim he had 
already paid for it. Then, too, it 
was necessary to maintain a set 
of dummy records in the branches 
to cover the period when the others 
were out for billing.” 
Speed and accuracy are vital in 
getting bills off, according to Fos- 
When a copy of the ledger card is used as the statement, the customer gets a complete mire, and the new system provides 
record of his past transactions as part of his regular bill. these needed factors. It also has 
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customer relations 


billing system 


eliminated the need for dummy 
records and the chance for cus- 
tomer errors in interpreting state- 
ments. 

Fosmire has installed a visible 
file system, customer ledger cards, 
and peg board accounting in the 
Chico office and the two branches. 

Keys to the new billing system’s 
efficiency are the customer ledger 
cards and an electric, dry-process 
copying machine, the 3M “Sec- 
retary.” The ledger cards, measur- 
ing 4 x 8 in. have the customer’s 
name and address typed on top. 
Each delivery, with the date, is 
entered along with credits and 
charges in appropriate columns, 
and a running balance is kept. 

When billing time rolls around, 
each card is simply run through 
the copying machine together with 
a sheet of copy paper cut to the 
same size. An exact reproduction 
is made in seconds. This copy is 
then folded into a window envelope 
and sent out as the statement. The 
statement not only tells the cus- 
tomer what balance is due, it also 
affords him a chronological record 
of the transactions he has had 
with Modern Gas in the past, 
eliminating any doubts about what 
has been paid and what hasn’t. 

Modern Gas sends about 2500 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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statements per month. With the 
ledger cards and copying machine, 
the whole process can be handled 
in a day. This way, there is no 
need for a cutoff; every transaction 
handled during the month appears 
on the current bill. 

Each branch manager brings his 
own statements in at the first of 
the month and runs them off and 
mails them, one generally coming 
in the morning, the other in the 
afternoon. 

The peg board system provides 
Fosmire with a daily report and 
recap of business done. As the 
office girl enters each transaction 
on the individual ledger cards, she 
simultaneously posts the informa- 
tion to a master sheet by position- 
ing the ledger card on the peg 


board and using a carbon as she 
enters the data. 

“Before we installed this system,” 
says Fosmire, “We could conceiv- 
ably go for a full month before 
running a check on accounts re- 
ceivable. Then if we found an 
error we would have to go back 
through hundreds of statements 
to find it.” 

Fosmire also uses a tab system 
to provide a quick check on delin- 
quent accounts. The space along 
the lower edge of each card file 
is divided into 12 segments, one 
for each month. Then a sliding red 
tab is placed along it in a position 
corresponding to the month the 
last account was paid. One glance 
and the status of the whole file is 
easily determined. 7 


Ledger cards are kept in a visible card file. A system of red tabs on the bottom of each 
file envelope makes it possible to tell the status of each account at a glance. 


4\ 





A BPN Staff Survey 


TO SAY THAT PRODUCT PRICES DURING THIS PAST 
SUMMER HAVE BEEN “SOFT” would be a gross under- 
statement. Posted prices have dropped between 25 
and 60 per cent from what might be considered 
“normal” for this time of year, the exact amount 
depending upon the area. Only on the West Coast 
have they maintained a good degree of stability. 

Nor has the posted price been too meaningful. 
Spot prices have been off by as much as 25 to 30 
per cent. 

The circumstances that have brought on the sit- 
uation have been talked and written about a good 
deal in the past three or four months. What will 
happen in the future, however, has remained a 
matter for some conjecture. For this reason, BPN 
conducted its own spot check of producers and re- 
tail marketers in July in an effort to try to nail 
down a few predictions for both the long and the 
short term. 

A quick look at supply figures shows why the 
price structure has come unhinged. The ancient 
and respected law of supply and demand is working 
at top efficiency. As of the end of June, the inven- 
tory of LPG stood at 1,296,509,000 gals. Liquefied 
refinery gas on hand at refineries totaled 221,629,- 
000 gals. Combined, the two added up to 1,518,138,- 
000, as compared with 1,048,686,000 a year ago— 
a whopping 51 per cent increase. 

What’s more, they were at their highest point in 
history—by a wide margin. 

What brought it about? A combination of things, 
say the men in the industry. The warm winter was 
certainly a major factor. The thermometer did not 
drop as low for as long in the Southeast, for exam- 
ple, and the Southeast is a good space heating mar- 
ket. Parts of the Midwest had an unseasonably 
short winter. So did parts of the Southwest. Even 
in those areas wheze the winter appeared to be 
of normal severity, the extremes were intermittent. 
In between were some stretches of fairly mild 
weather that found fuel usage dropping off to a 
slow idle. 

However, among the industry leaders contacted, 
few felt that the “unusual” winter was the most im- 
portant factor contributing to oversupply. All felt 
that of equal importance was the development, dur- 
ing the past year or two, of new producing capac- 
ity; most felt it was the single most important 
factor. In the second half of June, according to 
recent API figures, LPG production was almost 
390 million gal., compared with 308 million in the 
same period a year ago—up more than 26 per cent. 

This pattern of increases had obtained all 
through the year. 

The basis for it was an almost-unprecedented 
addition of new natural gasoline plants in 1960 
and early 1961. Producers and gas companies had 
been encouraged by market conditions to build 
more plants to strip more liquids from the natural 
gas. The introduction of portable plants to the 


Dealers, producers say: 


Take advantage 
to exploit new 





market had its influence, too, as these units make 
it more practical to strip product from leaner 
streams. 

At the same time, a secondary market condition 
has arisen. Less propane has been siphoned off into 
chemical plant markets than formerly. Butane de- 
mand for alkylation has dropped off somewhat, re- 
leasing more for the retail LPG market. 

One large marketer relegated the warm winter 
weather to the fourth spot among primary causes 
of the present condition. After the development of 
new production capacity, he placed “pipelines” sec- 
ond and “large tank cars” third. 

Some producers felt the rapid development of 
underground storage, which is intended to stabilize 
the market the year around, had had an adverse 
effect. With the warm winter, withdrawals had 
been light, and many caverns had come into the 
summer season holding plenty of product for next 
winter. There was no place to stockpile the cur- 
rent summer’s output so producers who had in- 
creased production facilities with an eye to a sum- 
mer-fill market were forced to dump product on the 
market. 

Others who were asked about underground stor- 
age doubted that this was much of a factor, how- 
ever. Certainly a severe winter in 1961-2 would 
tend to remove this from the category of “un- 
favorable” market factors. 

It’s hardly necessary, to point out the fact that 
producers have been badly hurt by the price scram- 
ble. All agree that their netbacks have been re- 
duced. One producer says flatly: “We’re now sell- 
ing at or below manufacturing and sales cost.” 

Brokers are also affected. In the search for new 
outlets, producers are turning more and more to 
brokers to dispose of product for them. However, 
everyone appears to agree that this has not been 
a windfall for these middlemen: they are having 
to operate at reduced brokerage fees. ‘““There’s very 
little margin left for them,” says one producer. 
A retail marketer notes: “In our opinion, it has 
... hurt the brokers materially, and there are cer- 
tainly fewer of them than there were a year ago.” 

At first glance, it might appear that the over- 
supply would be a boon to the retail marketer. The 
cheaper he can buy product, the better—maybe. 
But some dealers seem to thrive on giving away 
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of soft prices 
markets 


their profits. They wouldn’t think of keeping an 
extra penny for themselves if they can give it away 
to the customer—especially the other fellow’s cus- 
tomer. In a condition such as exists, it would be 
natural to expect that a rash of price-cutting at the 
retail level would have broken out. 

As of late July, however, most dealers and pro- 
ducers felt this had not happened on any broad 
scale. Said one producer, “Dealers have not been 
cutting prices: they always lag behind the whole- 
sale market.” “Not generally,” is the appraisal of 
another. 

One marketer says: “We have retained our retail 
price structure and are using the savings on whole- 
sale prices to increase our gross operating profit, 
which has been reduced to a dangerously low level. 
Such a move on the part of all retail marketers 
would be advisable.” 

Another retailer says that dealers have been giv- 
ing away the price advantage in some areas. “Some 
are actually reducing their gross profits thereby. 
The price situation has not helped these dealers 
increase their sales at all, except where they can 
‘steal’ competitors’ customers.” 

One retailer who up to now has not been subjected 
to price chiseling is not too optimistic about the 
future on this score: “If the market continues to 
remain soft, weak-minded retailers will begin to 
cut prices in an effort to increase volume, and with 
increasing costs their gross operating profits will 
be cut in the long run.” 

(It appears the quick in-and-outers could have a 
field day until the market settles down. The fact 
that a price war has not broken out already at the 
retail level may indicate that the industry today 
has a lot more stability than it has had in the past. 
Apparently there has been no mass invasion by 
quick-buck artists—at least, not as yet.) 

What can we expect for the future? One re- 
tailer predicted that, by the time you read this, 
contract prices would have already started back up 
again. His prediction might prove accurate. But 
if it does, the increase would be no more than sea- 
sonal, and it would be likely that it would be less 
than the “normal” seasonal increase. 

None of the producers or marketers we talked 
to felt that a normal winter would cure the over- 
supply condition. Nor did any think one severe 
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winter would do it. Estimates of its duration 
ranged from two years, minimum, to five. 

Obviously, demand is going to have to catch up 
with supply, or supply is going to have to drop. 
Most industry people feel that producers, generally, 
will call a halt to further expansion. As one pro- 
ducer says, “New production facilities require in- 
vestments which will have to be supported by 
profitable netbacks; otherwise plant investments 
are bound to dry up.”” Some producers are expected 
to cut back from current production levels; others 
will burn more LPG for refinery fuel. Some will 
expand their “jug” facilities. Use of LPG for 
miscible flooding is expected to increase. 

The oversupply situation can mean a great deal 
to dealers in the months and years ahead. If, as 
expected, the condition continues on into next year, 
the price-cutters will probably be all ready to make 
a full-scale foray into their fellow dealers’ back 
yards. If the run-of-the-mill dealers are unable to 
stay out of the price-cutting scrapes, they may 
find themselves with sharply reduced gross profits. 
It takes no genius to recognize that if you are 
taking a 100 per cent markup on, say, 8-cent gas, 
you can’t continue to take the same percentage 
markup on 6-cent gas. If your margin is 8 cents 
today, it should remain at 8 cents regardless of 
the wholesale price—unless you can increase your 
volume to make up the difference. This, of course, 
entails increased delivery costs, overhead, capital, 
ete. So dealers who are not thoroughly familiar 
with their operating costs could find themselves 
sustaining heavy losses. Every retail price cut will 
have to be thoroughly studied in advance. 

As one producer advises, the dealer should 
“maintain his retail price so long as it isn’t too 
high—which is unlikely. One cent at his level is 
not so important (to the customer) as 1 cent at 
the producing level.” 

Another says, “The dealer should bear down in 
expanding consumer sales with the knowledge that 
ample supplies at reasonable prices will be assured 
for several years to come.” 

One of the more aggressive, larger dealers has 
this advice for his fellow retailers: “We should 
all actively investigate all new market opportuni- 
ties and get into these markets even if on a token 
basis only. In this way we will be prepared to fully 
develop this business when the full impact of the 
present situation is felt.” 

As for producers: “They should help the industry 
develop ‘new’ uses—that is, uses that are new 
to an area. 

“They should continue to develop more economical 
means of transportation than rail and transport 
and pass these transportation savings along to the 
distributor. This will enable him to enlarge his 
market but keep the netback attractive to the pro- 
ducer so that he will continue to be encouraged to 
build additional producing and storage facilities.” 





Bill Richard of Petrolane 
has constructed two demon- 
stration boards for teaching 
the principles of power 
generation using LPG. 

The one at left is a crude 
adaptation of the thermo- 
electric generation principle 
(Richard is shown lighting 
one of the pilots used to 
set up a current); the one 
at right shows how LPG 
produces steam power. 


How to demonstrate energy conversion 


We have talked a great deal dur- 
ing the past year about the mag- 
nificent utilization possibilities that 
lie ahead for L. P. gas. The most 
exciting of these is direct energy 
conversion—the generation of elec- 
tric power direct, through various 
means, without intermediate steps 
such as steam production. 

It will be several years before 
such glamorous uses become eco- 
nomically feasible. Meantime, we 
are losing the glamor race to elec- 
tricity because we have little to 
show our customers that will dem- 
onstrate these uses of the future. 
Somehow, we need to touch a spark 
to their imaginations. 

Even though the demonstration 
discussed here is crude, it does rep- 
resent one of the four possible ways 
of making electricity direct* — 
thermoelectric generation. 


*See April BPN, p. 32, “Energy Con- 
version is on the move.” 
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A BPN Exclusive 


PETROLANE’S BILL RICHARD, 
whose title is safety engineer but 
who is as well known for his dem- 
onstrating and teaching ability, has 
added a new demonstration kit to 
his platform repertoire. Its prin- 
cipal feature is a set of pilot lights 
that generate enough electricity to 
operate lights and a miniature oil 
well pumping unit. 

The ex-fire marshal, who works 
out of the company’s headquarters 
at Long Beach, Calif., is a familiar 
figure at fire fighting schools, con- 
ventions, and other’ semi-public 
gatherings. His duties range far 
beyond the safety engineering of 
the company’s plants and the polic- 
ing of operating procedures. Among 
them is a quasi-public relations 
function. His goal: to give every- 
one, from staff employees to the 
general public, a better under- 
standing of L. P. gas. 


About two-and-a-half years ago, 
Richard put together a demonstra- 
tion kit intended to teach the prop- 
erties of the fuel and how to handle 
it properly. His presentation, with 
his own inimitable brand of patter, 
was an instant hit and immediately 
was in demand by a number of 
groups around the country. 

A year ago, he began toying with 
the idea of showing how gas can 
be harnessed to produce motive 
power. Working in his own labora- 
tory at home, he assembled two 
demonstration boards, on one of 
which steam is generated to operate 
sufficient energy to draw water 
from a toy well; on the other, a 
battery of pilot thermocouples gen- 
erates electricity. 

On the first board, Richard has 
mounted a large glass tube con- 
taining a 50-50 mixture of butane 
and propane. A pressure gauge on 
the tube shows a reading of ap- 
proximately 55 psig. A line from 
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Whatever the job 


THIS INSTALLER IS THE BIG MAN IN VENTING 


Why? Because he has the vent and the know-how for 
every installation. There’s Metalbestos Gas Vent, 3” 

to 24”, for residential, commercial and industrial ap- 
plications . .. the Metalbestos Chimney for the fast- 
growing, gas-fired incinerator market. He’s a Metal- 
bestos Dealer, backed by trained field experts, a Vent- 
ing Laboratory Service, and the latest data at his 
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fingertips for fast economical installa- 
tions — the new METALBESTOS GAS 
VENT TABLES AND HANDBOOK. 
For the full story, ask a nearby Metalbes- 
tos Distributor or Sales Representative, 
or write Department B, P.O. Box 137, 
Belmont, California. 





the tube leads to a regulator, where 
pressure is reduced to 11 inches, 
then to a tiny pipe burner mounted 
under a miniature steam boiler. 

Richard explains to his audience 
that, with no gas being vaporized, 
the LPG in the tube is quiescent. 
It has reached a state of equilib- 
rium, with the atmospheric pres- 
sure and temperature. Then, as he 
lights the boiler burner, he points 
to the fact that the equilibrium 
has been upset: the LPG begins 
to boil in the tube. The pressure 
gauge reading drops off to approxi- 
mately 50 lbs. 

The boiler, which contains about 
a “beer can” of water, develops 
about 15 psi (the relief valve pops 
at 26 lbs., says Richard). When a 
pressure of 8 Ibs. has been reached, 
it begins operating the water pump. 

By manipulating the gas input, 
Richard can control the amount of 
steam pressure produced. He likes 
to point this out to his audience as 
an example of the extreme flexibil- 
ity of LPG. 

As he completes his brief demon- 
stration with this unit, Richard 





A reprint of this article can be 
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opens the steam whistle, giving a 
neat closing fillip. 

Moving to his other board, Rich- 
ard tells something about how 
electricity is generated, then ex- 
plains what the apparatus is trying 
to do. The board contains a bat- 
tery of nine pilot-operated thermo- 
couples, hooked up in series, plus 
two individual thermocouples. 
These latter two are placed there 
simply to illustrate the increased 
output from the larger models 
which make up the battery. One of 
the individual units develops 30 
millivolts, the other 250. Each of 
the largest pilots develops 500 milli- 
volts, giving a total of more than 
4500 for the entire hookup. 

Output readings are shown on a 
millivoltmeter, a voltmeter, and a 
milliammeter. 

When the thermocouples are gen- 


erating at full capacity, the switch 
is thrown to operate the miniature 
oil well. Richard also switches on 
either a small replica of a street 
light or a tiny spotlight. Either 
one or the other will glow at full 
brilliance while the pumping is 
going on. 

(At a recent showing, it was 
suggested that Richard might cap- 
ture the waste heat from the pilots 
and use it to run the boiler. Since 
the above was written, he has not 
only installed a boiler, as suggested, 
but has also erected a stand beside 
it on which coffee can be brewed.) 

When Richard has perfected the 
patter to accompany the demon- 
stration, he will begin giving it to 
employee groups, farm groups and 
others. Petrolane expects it to be of 
particular value in teaching new 
employees something about the fuel, 
how it behaves, and what it can 
accomplish. Its merits are that it is 
simple yet effective, and stimulates 
the audience’s imagination. As a 
crude form of direct energy con- 
version, it is in effect a peek into 
the future. ee 


The equipment in the foreground includes a tube containing a 50-50 LPG mix, a pressure gauge which gives vapor pressure readings, a 
tiny steam boiler, and a steam engine hooked up to a toy water well. At right, power is directly generated by the battery of pilots mounted 
on the bracket. Readings are taken on the millivoltmeter, milliammeter, and voltmeter in the center. The switches in the lower right hand 
corner are used to direct the current to the miniature street light, the baby flood light (rear), and the tiny electric motor (to which Rich- 
ard is pointing). The motor operates the miniature oil well pump. 
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EXPANDING 


IN EVERY DIRECTION 
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EVERY DIRECTION 





EVEN 33 STORIES BELOW THE 
EARTH ... Tuloma keeps on growing! 


This is the latest step . . . a new ultra-modern underground 
storage terminal at Wood River, Illinois, or rather, 335 
feet below. 


Construction is being pushed so it will be ready for your 
peak demands this winter. Here, through improved tech- 
niques, every gallon will be automatically quality-tested 
before it is pumped 

into the hole. 


When it comes 
out, it'll be tested again. With 
this double test, we can absolutely guarantee each drop! 


But the terminal’s most impressive pieces of equipment 
are 500-gallon-per-minute pumps. They can load a transport 
and have it on the road in less than 20 minutes. Proof 


that Tuloma is EXPANDING 





EXPANSION 


These charts prove Tuloma’s growth! Over five years, 
Tuloma has become the fastest-growing major LP-Gas 
supplier in the industry ... 70% increase in supply points; 
84.3% increase in products; 94.1% increase in storage 
cavities . . . and no let up in sight! Tuloma doesn’t just 
talk expansion... we do it! Paid off, too. Over the same 
period, the number of Tuloma customers has actually 
doubled! Why? Because Tuloma’s expansion and service 
is designed to fit your business like a glove. 

Why not plot a course to your expansion? 


TAKE TULOMA AND GROW ... with us! 








































































































A BPN Exclusive 


They make 


old cylinders like new 


WILLIAM T. HARPER ¢ Eastern Editor 


ONE THING THAT L. P. GAS 
DEALERS throughout the country 
have in common is problems. And 
one of those common problems is 
the repairing, retesting, and refin- 
ishing of ICC cylinders. 

Large dealers usually make a 
practice of shipping cylinders in 
large batches to the nearest repair 
facility. Though this may be sev- 
eral hundred miles distant, the 
freight costs are not too unreason- 
able because of the volume shipped. 
Small dealers, on the other hand, 
need a shop that is located reason- 
ably near; otherwise, the handling 
costs can be prohibitive. Without 
it, they are led right into a dilem- 
ma: they must either junk the 
cylinders or turn to backyard weld- 
ers—local automobile body repair- 
men who know little about LPG 
industry codes—for their repairs. 

Smaller dealers in New England 
were no exception. They had no 
qualified shop close at hand—none, 
that is, until Weldex set itself up 
in business in Grafton, Mass., to 
do the job for them. 

The company was. started in 
1958 by Dave Cox and his brother, 
Allen. At that time, it was primar- 
ily concerned with tractor under- 


carriage re-building. Not long 
thereafter, the brothers started 
looking for ways to diversify their 
business activities. They did not 
have to look far. 

Being situated in a rural area, 
they were already using propane 
for metal working, such as burning 
off bolts. They were “sold” on it. 
So, it did not take too much more 
selling on the part of the Rural 
Gas Service Inc. branch manager, 
William §S. Johnson, to get the 
Coxes to use LPG for heating their 
shop. 

During the talks with Johnson, 
the Cox brothers became aware of 
the need for some sort of central- 
ized cylinder repair facility. This 
seemed to offer the kind of diversi- 
fication they were seeking. 

The Coxes visited the plant of 
Pressed Steel Tank Co. in Down- 
ingtown, Pa., to see how the com- 
pany handles its cylinder repair 
work, 

The brothers were then referred 
by Pressed Steel Tank to the Bu- 
reau of Explosives, Association of 
Railroads, in New York City, from 
which certain approvals and in- 
structions as to standards of op- 
eration were necessary. With these 


The first step (above) in processing a cyl- 
inder is the purging operation which as- 
sures that the cylinder is .clean and safe. 
Operation is performed away from all 
buildings to prevent fire hazards. Allen Cox 
(below) is shown testing a cylinder after 
purge. All cylinders must be purged and 
certified safe before they are brought into 





Old cylinders 





granted, Weldex went into high 
gear on cylinder repairing. 

Weldex’ first customer was, nat- 
urally, Rural Gas Service, Inc. 
Then the Coxes went after Pyro- 
fax, Fuelane, National Propane, 
Suburban Propane. A_ contract 
signed with the latter had Weldex 
doing the repair work on Subur- 
ban’s cylinders from as far away 
as North Carolina. Many large in- 
dependent dealers were also solic- 
ited and signed up, including 
Bottled Gas Corp. of Virginia, 
Richmond. 

The cylinders are sent to Grafton 
with the valves removed and 
plugged by the dealer. When they 
arrive, they are set up in batches 
of 50 (an average day’s output). 
(Incidentally, the Coxes advise the 
small dealers to save up a number 
of cylinders needing repair before 
shipping them to take advantage of 
freight breaks, the first of which 
comes at 2000 Ibs). 

The first step in reconditioning is 
to purge the cylinders and test 
them with a Mine Safety Appliance 
Co. Explosimeter. If they pass this 
first step, they go to the ship. If 
not, they are purged and tested 
until they do pass. 

In the shop, the cylinders are 
inspected to see what repairs are 
necessary. Many dealers mark 
their cylinders to show what is 
wrong. The Coxes report that 95 
per cent of all repairs they have 
done so far have been in the foot 
rings (leaks account for most of 
the rest). In such cases, the old 
foot ring is torched off and the 
area wire-brushed by hand before 
a new foot ring is attached. 

The condition of some of the 
cylinders sent in to Weldex for re- 
pairs has been quite a revelation. 
Some had blisters raised on them 
and when they were touched with a 
screw driver, the blade went right 
through the cylinder wall. Others 
have had automobile body putty 
put in creases and painted over. 
This is indicative of some of the 
practices of the previously men- 
tioned backyard welders. 

Some leaks cannot be repaired, 
such as those in brazed vertical 
seams. On the other hand, some 
cylinders that look as though they 
would not pass do clear inspection 
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Overall view of the operation showing cylinders in various stages of completion. Sandblast- 
ing and painting are performed in the booths on the left. Cylinders hanging from conveyor 
in center have been sandblasted and bottom-dipped. Those on the extreme right have had 
their coating of red oxide primer and are ready to be taken out to the yard for shipment. 


A defective footring 
is removed with an 
oxy- propane _ cut- 
ting torch. After re- 
moval of bad parts 
of the cylinder, the 
rest is carefully in- 
spected for sound- 
ness of the metal. 


handily. “You’d be surprised how 
many cylinders that have been 
through fires can pass,” the Coxes 
report. 

After necessary repairs are made, 
the cylinders are hydrostatically 
tested to 480 psi—twice the max- 
imum designated service pressure. 
The total expansion of the tank is 
recorded and measured against per- 
manent expansion. If the latter is 
more than 10 per cent of the dif- 
ference, the cylinder is rejected. 

Cylinders that are not rejected 
are then emptied, weighed and 
given a new tare weight. This in- 
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formation is stamped on, together 
with the new test date. The cylin- 
ders are then sand-blasted down to 
the bare metal, after which the 
bottom 6-in. are dipped in phenolic 
resin primer to give a much tougher 
coating. A red oxide primer is 
spray-applied. In the final step, 4- 
oz. of alcohol is added and the top 
is plugged. 

Weldex, which will repair any- 
thing classified as an ICC-4 cylin- 
der, returns the tanks to the dealer 
along with a copy of the test cer- 
tification, ““We give the same guar- 
antee as the original manufac- 
turer,” says Allen Cox. “The Bu- 
reau states that any cylinder that 
has gone through the stages of re- 
building as set up by its codes (and 
which we follow) is considered new 
by it,” he continued. The entire 
operation takes about two weeks. @ 
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This view shows primarily the testing, sandblasting, and painting. 
Cylinders are sandblasted completely down to bare metal in the 
booth, dipped in phenolic resin primer while still on the conveyor, 
and then spray-painted with red oxide. 


When a new footring is being welded onto a cylinder, it is held in 
a jug which allows it to revolve about its own axis. The new footring 
is held in place by a steel plate and hydraulic ram to insure that 
it is perpendicular to the cylinder. 


Note the bottom of the cylinder has previously been dipped in a 
phenolic resin primer for extra protection. 
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Bob Hall, shop foreman, is shown testing a cylinder after all repairs 
have been made. Cylinder is filled with water and pressure applied 
through a sealed system. Expansion is read directly from a dial con- 
nected to the water cylinder. 


This view shows the cylinders being removed from the conveyor to 
be trucked out to the yard to await shipment. 
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This replacement cross-reference chart is examined by K. L. Wilson, (right) vice president 


in charge of residential sales, and Walter Baak, 


residential! sales. 





9g of wholesal 


This chart makes possible quick identification of the new Tradeline controls needed for 


any desired application. 


Multi-application controls 
ease replacement problems 


MINNEAPOLIS - HONEYWELL HAS 
INSTITUTED A SWEEPING NEW MAR- 
KETING PROGRAM aimed at solving 
a major industry problem — that 
faced by wholesalers and dealers 
in providing replacements for the 
thousands of different residential 
heating and cooling controls now 
in use. 

The problem, said K. L. Wilson, 
Honeywell vice president, “has 
been getting more involved and 
difficult to cope with each year.” 

Honeywell’s solution is a newly- 
engineered line of 170 specialized 
adaptable controls which, the com- 
pany said, will replace more than 
93 per cent of the 18,000 varia- 
tions of residential control items 
now sold, by both Honeywell and 
competitors. 

For example: 

The new replacements — called 
Tradeline controls—include four 
specialized thermostats that will 
replace the 133 Honeywell thermo- 
stats used in today’s standard home 
installations, plus hundreds of 
competitive models and scores of 
discontinued models. 

Three special Tradeline gas 
valves will replace all 49 Honey- 
well gas valves currently used for 
home installations. 

All told, the complete line of new 
replacements will reduce by as 


much as 80 per cent the modcl 
numbers of all brands of controls 
wholesalers need to carry to handle 
their dealers’ replacement _busi- 
ness, according to Walter J. Baak, 
wholesale manager for Honeywell’s 
Residential Division. 

Among other major benefits, 
Baak said, the new program will: 

(1) Be the answer to slow-mov- 
ing stock. 

(2) Simplify inventory and 
bookkeeping details. 

(3) Result in improved city-desk 
service. 

Here’s how the new replacement 
program will work: Honeywell will 
supply wholesalers and dealers 
with a large cross-reference guide, 
for wall mounting, together with a 
special pocket reference containing 
the same information. When a re- 
placement is needed, the cross-ref- 
erence guide will show, easily and 
quickly, the proper Tradeline con- 
trol to be used. 

Featured with the new Trade- 
line controls will be entirely new 
packaging, utilizing self-mailing 
all-plastic foam boxes. To fill an 
order, a wholesaler need only select 
the required control, address a spe- 
cial label, place it on the light- 
weight box and drop the box in 
the mail. 

The Honeywell replacement pro- 


gram evolved from a decision 
reached about a year ago when, 
Wilson said, “we dedicated our- 
selves to doing something about 
the multiplicity of models that 
were contributing to uncertainties, 
delays and confusion among too 
many wholesalers and dealers.” 

Wilson cited technical progress 
over the years as one factor con- 
tributing to the multiplicity of 
controls. 

“This progress,” he said, “has 
come through engineering break- 
throughs and a continuous effort 
to obtain cost reductions through 
design improvement and simplifi- 
cation. 

“For example, the fan and limit 
controls used on warm air furnaces 
have gone through. eight redesigns 
during the past 20 years. 

“This has been an evolutionary 
process in terms of basic models, 
and added to each of these has 
been any number of variations for 
the equipment manufacturers who 
desired some special features in- 
corporated or standard features 
omitted ... 

“The end result has been alto- 
gether too much uncertainty and 
even mistakes in making replace- 
ments, needless delays and lower 
profits due to lost time and wasted 
efforts. In addition, it has neces- 
sitated ever-increasing inventory 
complexities, slow turn-over, or- 
dering confusion and a host of 
other problems.” 8 


The replacement program display, shown 
by Baak, has four round thermostats on the 
right which will replace any of the 133 
units pictured at left, as well as competi- 
tive units. 





DO YOU REALLY 


HAVE THE BEST 
CYLINDER BUY? 


Are your cylinders: 
Girth welded for greater safety and secur- 
ity, smarter appearance, longer service? 


Galvanized on the footring and 
part of the bottom cup for maxi- 
mum resistance to corrosion? 


Equipped with curled handholds for easier 
handling, greater customer satisfaction? 


Completely welded at the footring to pre- 
vent moisture seepage, retard rust and 
corrosion? 


Made of the finest low-alloy, high strength 
steel for tough service? 

Lighter in weight for easier handling, sim- 
plified filling, less costly shipping? 
‘‘Normalized”’ to remove harmful stresses 
rather than heat treated as done by most 
manufacturers? 


Double painted for longer life, reduced 
maintenance? 


Inspected at every step and finally pres- 
sure tested at twice the strength demanded 
by actual service? 


Made with extra thick bottoms and foot- 
rings? 


If not—for the really 
best cylinder buy write: 


CYLINDERS INC. 
Dept. BY 


pay CYLINDERS 
INC. 


Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 


business of Lede Company, Division of Union Carbide Corporation. 1200 WEST BLANCKE ST., LINDEN, N. J. 
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UNDERstanding 
UNDERground storage 
—the overall picture 


On these two pages, research engineer 
Peter W. Sherwood summarizes and ana- 
lyzes seven previous studies to give you the 
basic general facts. On pages 58, 60, 62 
there's a close-up of the three most popular 


methods. 


UNDERGROUND STORAGE CAPACITY 
FOR LPG INCREASED 24 PER CENT 
DURING 1960. In the past six years, 
it has increased 542 per cent. With 
such a fast-moving subject, the pic- 
ture is likely to become a bit 
blurred and confusing at times, so 
a review of the basics should be 
helpful. 


Four types of underground stor- 
age are suitable for LPG. Here 
they are, along with the way they 
are formed: 

1. Salt domes and salt layers— 
dissolving salt deposits by 
leaching with water, then 
pumping out the resultant 
brine. 

. Mined caverns—creating a cav- 
ity in non-porous rock by con- 
ventional mining methods. 

. Oil, gas, and water sands-— 
utilizing existing porous forma- 
tions, such as depleted oil, gas, 
and water reservoirs. 

. Miscellaneous man-made or 
natural cavities—utilizing ex- 
isting caves, abandoned mines 
or tunnels, caverns, etc. 


Underground storage generally 
has two functions. It either pro- 
vides an inventory of LPG or it 
increases transportation capacity. 
The latter concept is especially im- 
portant with the present rapid 
growth of LPG pipelines, which 
must operate at a fairly high per- 
centage of capacity throughout the 
year. Therefore, they must store 
the product delivered to the market 
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area in summer to meet winter de- 
mands. 

A closer examination of these 
functions reveals that underground 
storage serves six major types of 
operation: 

1. At the producing plant or at 
wholesale outlets where LPG 
must be stocked as sales inven- 
tory. 

. At very large consumer plants. 

. At large local distribution ter- 
minals. 

. AS emergency surge capacity 
for pipelines. 

. At gas utility stations where 
LPG is stored as stand-by or 
peak demand fuel. 

. To even out very large seasonal 
demand fluctuations, which can- 
not be economically absorbed 
by the transportation system. 


The growth of underground stor- 
age can be seen in three different 
ways: First, total capacity jumped 
from 9.5 billion bbl in 1954 to 61 
billion bbl at the end of 1960. 

Second, most of this growth has 
been concentrated in two types of 
underground storage, salt cavities 
and mined caverns; the latter are 
really coming into their own. While 


salt domes and layers are the least 
expensive form of underground 
storage, their use is restricted be- 
cause of the very limited area in 
which suitable geographic forma- 
tions are found. At the same time, 
the third form of underground stor- 
age, oil, gas and water sands, has 
experienced a relative decline. This 
is because depleted oil reservoirs 
absorb much LPG, meaning high 
product loss, and because depleted 
sands are usually located near the 
LPG source (and the “transporta- 
tion storage” concept has made the 
user’s end of the pipeline the more 
desirable spot for large storage). 
These trends are causing a rapid 
change in the popularity of the va- 
rious types of storage, as indicated 
over the three-year span, 1957 to 
1960 (see Table 1). 

Third, the most spectacular as- 
pect of this growth is that the in- 
dividual installations have _in- 
creased greatly in size. The largest 
underground storage facilities are 
salt domes in which capacity can be 
increased at extremely low cost. 
Warren Petroleum Corp.’s 3.6 mil- 
lion bbl cavity is the largest of 
these. Magnolia Petroleum Corp 
has a 2.1 million bbl cavity. Maxi- 
mum sizes in mined caverns are 
much smaller, the largest to date 
being a 523,800 bbl cavern mined in 
limestone near Wood River, IIl., by 
Shell Oil Co. Occasionally very large 
capacity is utilized in oil sands, as, 
for example, a 1.2 million bbl in- 
stallation of Shamrock Oil & Gas 
Corp. at Moore, Tex. 


The decision of whether under- 
ground or above-ground storage 
should be used is based on several 
factors: size, safety, location, in- 
vestment costs, and operating costs. 

Generally, underground storage 
is suitable only for installations of 
fairly large capacity. 

On safety, underground storage 
has a clear advantage. In case of 
leakage, only a relatively small 
amount would reach the surface. 
Another safety point is that the 





TYPE OF UNDERGROUND STORAGE 


Salt domes and salt layers 
Mined caverns 
Oil, gas, and water sands 





TABLE | 


Miscellaneous man-made and natural cavities 


SHARE OF TOTAL CAPACITY 
1957 1960 


83.3 per cent 
3.2 per cent 10.6 per cent 
18.2 per cent 6.1 per cent 
3.5 per cent — 


75.1 per cent 
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.-.We could prove fo your satisfaction 
that you could make more money 
as an independent Skelgas LP-Gas dealer, 


... would you be interested ? 





FILL OUT THIS COUPON AND MAIL TODAY == oe cee cee oe oe oe 


Mr. Don Barton 
Skelgas Marketing, Skelly Oil Company 
P. O. Box 436; Kansas City 41, Missouri 


Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


How to gain operating cash from accounts receivable. 
g P g 
[_] How to double my income without additional capital investment. 


[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 


[_] How to make a $2,000 investment 
produce like $10,000. 








CITY STATE Dependable Products _ 
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—the overall picture 





flow of gas is cut off as soon as the 
displacement brine column falls 
enough to be balanced by hydro- 
carbon pressure: in the release line 
and the underground liquid - is 
cooled sufficiently by vaporization. 

Concerning location, underground 
storage has both an advantage and 
a disadvantage, when compared to 
above - ground storage. Under- 
ground storage has little above- 
ground equipment and therefore is 
acceptable in more areas. On the 
other hand, underground storage 
can be developed only where there 
are suitable geologic conditions, 
either salt deposits or impervious 
rock. 

Above-ground storage _ invest- 
ment costs determine what type of 
storage is best suited to the capac- 
ity needed: small capacity (under 
15,000 bbl), conventional horizon- 
tal pressure tanks; intermediate 
capacity (15,000 to 30,000 bbl), 
either dome-roofed or refrigerated 
pressure spheres, the selection de- 
pending on required volume, cli- 
mate, utilities costs, throughput, 
and filling rates; and large capacity 
(over 30,000 bbl), refrigerated 
units. 

Underground storage of propane 
becomes favorable at 30,000 bbl for 
salt caverns and 100,000 bbl in 
mined caverns. However, the cost 
advantage of mined caverns over 
above-ground refrigerated storage 
is small at best, and disappears 
completely for very large storage 
capacities (500,000 bbl or more). 
And for butane storage, mined cav- 
erns have a greater investment cost 
than refrigerated tanks, regardless 
of the capacity. On the other hand, 
salt caverns involve substantially 
lower investment than does refrig- 
erated storage for capacities above 
30,000 to 40,000 bbl. 

Operating costs are, in any case, 
higher for refrigerated storage 
than for underground storage. Ac- 
tual out-of-pocket costs for the most 
economical type of refrigerated 
storage run from 5 to 20 cents/bbl 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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MINED CAVERN 





yr. while for underground storage 
in a workable range of capacity, 
they run from 5 to 15 cents/bbl/yr. 
On a book basis, operating costs of 
storing propane indicate the follow- 
ing preferences: below 2000 bbl, 
pressure tanks; 2000 bbl to 120,000 
bbl, refrigerated storage; above 
120,000 bbl, underground storage. 


Site location study should begin 
as soon as the economic need for 
underground storage in a given lo- 
cation has been established. The 
primary considerations are the geo- 
logic aspects of the entire zone 
from the surface through the pos- 
sible depths in which the storage 
might be developed. However, a 
number of auxiliary considerations 
must also be given consideration. 
The National Petroleum Council 
has investigated these key factors. 
Its summarized conclusions follow. 


There are five geologic considera- 

tions: 

1. Storage depth must be adequate 
to insure sufficient strength of 
the overburden to contain the 
product at its maximum pres- 
sure. However, excessive depth 
leads to high construction and 
operating costs. The tentative 
Natural Gasoline Association of 
America standard is 1 ft over- 
burden for 1 psi maximum op- 
erating pressure. 

. Cavities in salt deposits are 
generally deeper than mined 
storage facilities since, in the 
latter, lateral shafts become 
part of the storage capacity. 
Vertical height in salt cavities 
is limited only by the thickness 
of the salt section, typically 
ranges from 100 to 1000 ft. 

. An impervious storage zone is 
required to confine the product. 
If immediate surrounding zones 
are porous, the product must be 


confined by overlying and un- 
derlying formations. 

. Foreign materials, such as sul- 
fur and gas, should be absent. 
Attention must be paid to geo- 
logic faults, through which such 
contaminants might enter. 

. Structural strength of side 
walls, roof, and base of the cav- 
ern must be adequate. 


In addition, there are three aux- 

iliary considerations: 

1. Adequate transportation facili- 
ties (pipeline, waterways, rail- 
roads, highways) must have ac- 
cess to the cavern site. 

. Adequate fuel and electricity 
must be available to operate 
auxiliary equipment. In the 
case of salt cavities, water sup- 
ply is very important. Total 
water consumption on an active 
cavity ranges from seven to ten 
times the cavity capacity. Aver- 
age minimum daily water re- 
quirement during the leaching 
operation is about 5000 bbl per 
day per cavern. 

. Facilities must be at hand to 
dispose of the brine formed dur- 
ing the leaching operation or 
of the rock mined from a cav- 
ern. In the case of salt cavities, 
it is generally necessary to pro- 
vide storage space for brine 
which is to be used for product 
displacement in day-to-day op- 
eration. 


Safety devices of two types 
should be provided for any under- 
ground LPG storage facility. It 
should be protected from overpres- 
suring by relief valves on the fill 
line or the wellhead casing. Also, 
automatic shutdown devices or 
alarms should be provided to pre- 
vent accidental overflowing of the 
facility. a 
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Products with strong, loyal customer acceptance 

are the easiest to sell...and easier 

sales mean more sales, and more profit. 

WARM MORNING Gas Heaters have this (£\ Sr 
sales-making customer acceptance . \ 
that is so important to you. Widely known 

and long associated with fine quality and 

top performance, WARM MORNING 

is a name people know and trust. 





Add to those benefits, the sheer 
beauty, outstanding features 
and reasonable prices of 
WARM MORNING Gas 
Heaters and you have the 
winning combination in 

space heater sales. 


Write for full color 

literature, and prices — and 
information about our 
attractive broadside mailing 
program and other powerful 
advertising support for dealers. 


Warm Morning 


GAS rmrEAT ERS 


eomrn ene an" 


LOCKE STOVE COMPANY 114 West 11th St., Kansas City 5, Mo. 
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UNDERstanding 
UNDERground storage 
—operating close-ups 


Phillips Pipe Line Co.'s G. P. Jennings con- 
tacted over 50 undergraund storage oper- 
ators and combined their operating experi- 
ences for this material, first presented 
before API's Annual Pipeline Conference 
(St. Louis, late April). 


MINED CAVERNS ARE CONSTRUCTED 
BY MINING A CAVITY FROM SHALE 
OR ROCK. Depths usually range 
from 250 to 400 ft below the sur- 
face. The mine shaft is sealed and 
one or more vents or fill pipes are 
installed. 

Older caverns are filled through a 
fill pipe, which may extend to near 
the bottom or simply through the 
roof. Either way, the compression 
of the vapor space, as the liquid 
level rises, generates undesireable 
heat and pressure. It is, therefore, 
occasionally necessary to use a com- 
pressor to withdraw vapors, com- 
press and condense them, and re- 
turn the liquid to the cavern. 

Newer caverns are filled through 
spray headers suspended near the 
ceiling. This effectively reduces 
cavern pressures during fill. 


Without spray filling, light ends, 
principally ethane, tend to build up 
in the vapor space and occasionally 
must be removed by venting and 
burning or withdrawn by a com- 
pressor and condensed. 

If off-specification product is de- 
livered to the cavern, it will stratify 
and will not mix with the product 
in the cavern. Adequate circula- 
tion facilities usually are not pro- 
vided to blend the mixture. 

Since the cavern depth is not 
over about 400 feet, more-or-less 
conventional deep-well pumps empty 
the cavern. They are about as 
trouble free as could be expected 
for this type of pump, running in 
liquids, with little lubrication pro- 
vided by propane and butane. One 
company uses a submersible pump 
and motor and also a deep well 


pump. Both give acceptable per- 
formance. Some discharge the liquid 
from the cavern directly to loading 
operations. Others pump into a 
surge tank on the surface, then use 
a conventional pump to loading 
operations. 

Some companies empty the cav- 
ern by using compressors which 
pull vapors from the vapor’ space of 
a surge tank on the surface and 
reinject them into the cavern. The 
liquid is thus pressure-lifted into 
the surge tank and pumped off to 
loading operations with a conven- 
tional pump. This method has the 
advantage of eliminating moving- 
part equipment in the cavern, but 
the disadvantage of higher power 
costs. 

The contents are usually gauged 
by a float-type level indicator. Other 
devices, such as a differential pres- 
sure-type level indicator, are used 
as a check on the float gauge. Since 
caverns have an irregular shape, it 
is necessary to correlate the volume 
in the cavern with the gauge read- 
ing. This is usually done with an 
orifice (or positive displacement) 
meter, measuring the product in or 
out of the cavern. 

The maximum permissible oper- 
ating pressure is established by fol- 
lowing the NGAA tentative stand- 
ard. The cavern is thenceforth pro- 
tected from over-pressure by relief 
valves and pressure monitoring 
equipment. 

Losses are quite low, apparently 
one per cent or less. 

Salt dome caverns number in ex- 
cess of 200, all in the Gulf Coast 
region, from the Mexican border 
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...means Quality Control at Union Texas Natural— our constant 
concern at every checkpoint of manufacturing, storage and 
distribution — from feedstock to final delivery ... UTN dealers, 
therefore, can be sure that the product they market will produce 
satisfied customers, without exception. 

Quality Control at the source of supply means profitable 
customers at your point of sale. UTN product has a place in your 
profit picture. Ask your UTN representative to show you how. 


cd LIN 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 





Operating close-ups 





to western Alabama. They range 
in size from one-half to seven miles 
in diameter. The depth to the top of 
the salt is from 500 to 1000 ft. The 
average thickness is over 10,000 ft 
and, in many cases, as much as 
30,000 ft. 

The salt dome is constructed by 
drilling a hole into the salt forma- 
tion, then casing and running the 
protective string and tubing by con- 


ventional drilling methods. Fresh 
water usually is injected down the 
tubing and salt water is removed 
up through the protective string. A 
hydrocarbon blanket is maintained 
above the bottom of the protective 
string, which may be raised or low- 
ered to control the shape of the 
cavern during washing. 

Upon completion, the cavern is 
full of brine. Product is then forced 
down the casing and brine is forced 
up through the tubing string. The 





‘[P-Gas Pumps Help YOU To 
MAKE MORE MONEY 


1. SAVE TIME — With the new needie-bearing- 
equipped Viking LP-Gas pump, speeds can be 
stepped up to 700 R.P.M. At this speed and with 
sufficiently large inlet lines and fittings, capacity 
will reach 80 G.P.M. at 50 P.S.I. differential 
pressure. 

2. LOWER UPKEEP —Viking’s exclusive auto- 
matic pressure lubrication system keeps internal 
bearing cool, regardiess of pump rotation. 

3. NO LEAKAGE — Leak proof O-ring gaskets 
and mechanical seal. 

4. BIGGER CAPACITY — integral return-to-tank 
relief valve maintains cool operation, resulting in 
increased capacity. 

5. SMOOTH OPERATION — Integral thrust bear- 
ing permits easy adjustment of end clearance for 
peak performance. 

6. HIGH EFFICIENCY — Included is Viking’s fa- 
mous “gear-within-a-gear’ 2-moving-parts pump- 
ing principle. 


For full information, write for bulletin SP-527B 


VIKING _ cOMP 





protective string can be removed or 
left in the hole. In most cases it is 
removed to provide more flowing 
area and thus a faster flow rate. 
“Extreme line” casing is sometimes 
used to avoid couplings, improving 
the flow rate and combating joint 
corrosion. 

As brine is displaced during the 
filling operation, it is often saved 
for further use by storing in a 
brine tank or an open pit. If no 
storage is available, it is wasted. 

If stream pollution is a problem, 
it frequently is wasted into a brine 
disposal well. In some cases, the 
well is shallow enough to permit 
economic recovery. If it is quite 
deep, brine-lifting costs are pro- 
hibitive. 

Open brine storage pits are some- 
times constructed—without a lin- 
ing, if the soil is suitable. Others 
are lined with asphalt plank, asphalt 
paper sheeting, synthetic rubber 
sheeting, polyethylene film, or 
gunite. One company has a 1.2 
million bbl. open pit. A burn tank 
is sometimes located near the center 
of the pit. A pilot flame burns 
continually to ignite any gas es- 
caping from well tubing failures 
or normal product carry-over. 

The cavern is emptied of product 
by returning brine to the cavern by 
gravity flow or by additional pres- 
sure, if higher emptying rates are 
desired. However, brine is not 
always used for this operation. 

If a cavern is put in service be- 
fore it has reached its desired 
capacity, fresh water is used to 
displace the product. In this way, 
the size of the cavern is increased 
by about 15 per cent for each com- 
plete cycle of filling and emptying. 
Another variation of this enlarge- 
ment process is to drill and start 
washing another cavern. The fresh 
water passes through the new 
cavern, where it becomes brine, and 
then into the old cavern (for dis- 
placing product), where no further 
enlargement is desirable. 

Whenever fresh water is used, 
the total cavern capacity becomes 
greater. With the normal growth of 
business, this increase of capacity 
is frequently desirable. 

If no further capacity is wanted, 
the only solution is to provide brine 
storage practically equal to the pro- 
duct storage capacity or to keep 
making brine caverns as previously 
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“Hushed” Drying” 


...SO quiet you hardly know it’s running 











Another StosrtLleare.. These four quality selling features make sense 


to most women—most often: 


performance feature CONTROLLED ‘‘NATURAL'' DRYING—exclusive 


- Twin Air Streams combine sun-like heat and fresh 
women appreciate clean “breeze,” drying clothes soft and fluffy. 
GENTLE TUMBLING—within satin-smooth, snag- 


and BUY! free drum, protects and pampers the sheerest, 
most delicate garments 
“HUSHED”’ DRYING-—so quiet you'll hardly realize 
it's running. There is no rattle, no grind, no loud 
hum. 


SERVICE-FREE DEPENDABILITY—more than a 
; 4 
he tamous “woman- ‘ 
on-the stairs” symbolizes t million satisfied owners have made Hamilton 
pa nih eg ~ America’s “most wanted” automatic dryer. 
over a million satisfied 
Hamilton Manufacturing Company, ig Hamilton owners 
Two Rivers, Wisconsin . 
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Delivery 
on 


SPANICO 


Bottle 


Gas 
Fittings 


Hundreds of types of 
high quality fittings in our 
large factory inventory, 
to give you prompt 
shipment on rush orders. 


SPANCO 
BRASS Co. 


Otsego, Michigan 
Div. of Parker-Hannifin Corp. 





—operating close-ups 





mentioned. The choice is a question 
of economics. 

One fairly common problem in 
salt dome cavern operation is pre- 


| cipitation of salt in the brine string 
| tubing. Salt domes have an earth 
| temperature of up to 130 deg. F 
| and brine in the cavern becomes 
| saturated at 


this temperature. 
When the 130 deg. brine is raised 


through the brine tubing string by 
| the flow of much cooler product 
| down through the casing, the brine 
| is cooled below its saturation point 
| and salt crystals deposit, 
| reducing or stopping the flow. This 


either 


problem is easily solved with a 
fresh-water wash. Salt buildup at 


| flow restriction points, such as 
| pumps, throttling valves, Christmas 
| tree ports, etc., can also be easily 


removed by flushing. 
The anhydrite content of the salt 


| sometimes creates insoluble “sand” 
| build-up at the base of the cavity, 
| necessitating periodic raising of the 
| tubing string to preveat plugging. 
| This, of course, reduces the avail- 
| able cavern space. It is common- 
| place, therefore, to provide a sump 


or storage chamber in the bottom 
of the cavern to catch these in- 


| solubles. 


The brine effluent from the 


cavern may contain abrasive mate- 


rials (sand, dirt and undissolved 


| solids) which, depending on the 
| amount, may tend to scour and 
| erode steel at points of curvature— 
| if the velocity of flow is high. Con- 


sideration should therefore be given 


| to wall thickness of bends, tees and 
| elbows. 


Various means are used to pro- 


| vide fairly accurate cavern inven- 
_ tories. One method reported to be 
| very accurate is a Photon survey, 
| which provides a reflected light 
| picture of the cavern wall surface, 
| used with a sonar caliper, which 
| measures cavern dimensions by 
_ bouncing sound waves. Some people 

meter the product in and out with 
| orifice meters. Others use positive 
| displacement meters. One company 


uses dual flow positive displacement 


| meters with printer heads. 


Salt bed caverns are constructed 
in much the same manner as salt 
demes and their operation is prac- 


| tically identical. 


Precipitation of salt in the brine 
string tubing is not normally en- 
countered, as in salt domes, because 
of lower cavern temperatures in salt 
beds. However, some do have this 
trouble, especially in cold climates. 

Nearly all salt beds have one big 
operational headache. The shale 
ledges slough off and shear or kink 
the tubing. Repair or replacement 
of this tubing adds to the operating 
expense. And if the brine tubing 
string breaks off in the LPG space 
above the brine level during the 
filling cycle, the product will flow 
out the brine string tubing to the 
pond or other brine storage space. 

This same problem can exist if 
the cavern is over-filled, which de- 
presses the brine surface below the 
bottom of the tubing string. 

Several operators provide a flare 
in the pond to burn the product, if 
it should escape, thus reducing the 
potential hazard. One company uses 
a rate of flow device which operates 
when the brine string is flowing 
propane at a higher rate of flow 
than is normal while flowing brine. 
At least one company uses a con- 
ductivity probe on the brine line. 
It gives an audible alarm at the 
first indication of LPG in the brine 
leaving the cavern. 

Some operators report that they 
avoid removal of the tubing string 
from the hole, since it is often dif- 
ficult—if not impossible—to replace 
without hanging it up on the shale 
ledges. Occasionally, they sacrifice 
some of the available storage in a 
cavern—rather than risk losing the 
entire volume. 

As shale stringers break off and 
fall to the bottom of the hole, it is 
necessary to raise the brine tubing 
string. Some of the available capa- 
city of the cavern is thus lost. One 
operator has considered using a 
jetting tool that will remove debris 
from the bottom of the cavern. One 
company reported that two caverns 
had washed together, thus making 
one cavern of nearly 200,000 bbl. 
Another cavern developed a leak to 
the surface, and only the top fourth 
of the cavern above the leak could 
be used. 

One company is in a unique (and 
enviable) position. Located close to 
a salt company, it worked out an 
arrangement in which the salt com- 
pany buys excess brine and will 
supply extra brine if needed. gg 
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300.000 miles of trouble free operation 
roves Mississippi Tank Transports best | 


No matter how much gas a transport can haul, or how good it looks, the real payoff 
in profits comes only if the unit stays on the road and noi in the shop! And while 
our transports are second to none in payload and appearance, reports from opera- 
tors across the country prove that they deliver more gas at less cost! 


Take the case of Ewing Transports, Inc., Memphis, Tenn. T. R. Ewing, presi- 
dent, says that their Mississippi Tank T-1 steel transport has traveled over 300,000 
miles in the last 20 months and required practically no maintenance! In fact, the 
record is so good that Mr. Ewing recently added another Mississippi Tank Trans- 
port to his fleet. 


There’s no mystery about the ability of our transports to chalk up remarkable 
records of dependability. It’s because Mississippi Tank folks—from the supervising 
engineers to the men who apply the last gleaming coat of paint—take pride in 
our equipment. And, of course, only quality components and materials are used 
throughout. 

If you’re in the market for T-1 transports that will render years of trouble-free 
service as well as haul top payloads, may we suggest you contact us today about 
your requirements? 


Mail the Coupon for Free Literature! 


MISSISSIPPI TANK CO., INC. BPN-9 
Hattiesburg, Miss. 





Without obligation, please send literature on— 


[] T-! Transports [] Delivery Units 


ee Nk 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 


HATTIESBURG, MISSISSIPPI 
Phone JUniper 3-0262 


[) Bulk Storage and Domestic Tank Systems 


NAME____ 





COMPANY _ 





ADDRESS 





CITY and STATE 
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With an armful of irons in the fire, these Gator State cowpokes perform an old 


ritual in a modern manner. 


Note the "squeeze" that holds the calf, the syringe at 


the right, the bottles of LPG at the left. 


On the Florida range... 
They brand with LPG 





Top Quality Features 
Priced to Sell Faster 


. MORE DEALER PROFIT! 





Quality Since 1891 


VENTED GAS CIRCULATORS 


CIRCULATORS, nue VENTED 
CLOSED OR RADIANT 


FRONT MODE 
20,000 - 75,000 BTU Inputs, 20 


year 


warranty on die-formed combustion 
chamber with built-in draft diverter— 
choice of controls, and special low 


vent outlet. 
eeeee easiest, most versatile installa- 
ion 


as on lete details, write — 
A ROYAL COMPANY 


These quality circulators 


SEALED COMBUSTION CHAMBER 
THRU-THE-WALL — VENTED 
10, 20, 30,000 BTU Inputs. Uses no 
room air for combustion since com- 
bined air intake-vent unit installs di- 
rectly Thru-the-Wall. Since no add di- 
tional duct work, chimney or flue is 
required and controls are factory in- 
stalled, lageolietion costs are cut as 
much as 


@ CHATTANOOGA 6, TENNESSEE 





WHEN ITS BRANDING TIME IN THE 
GATOR STATE, Florida cowboys 
reach for their bottles of LPG, 
rather than scaring up a mess of 
dry brush for a campfire. 

While Florida may be more 
famous for its alligators, it is a 
major producer of beef cattle. And 
branding is a must. The state’s 
Marks and Brands Law is said to 
have more teeth in it than a box- 
car full of cattle skulls. The penal- 
ties are enough to make a would-be 
rustler think twice: $500 or six 
months’ imprisonment. Marking or 
branding cattle is a must not only 
to stop rustling, but also to legally 
protect motorists whose cars may 
collide with stray animals on the 
highways. 

Marking, cutting one or both ears 
in a certain fashion, is not too de- 
sirable. There are over two dozen 
kinds of marks: slits, squares, bul- 
let holes, swallow forks, over-and- 
under slopes, etc. With the size of 
the ear the only limiting factor, 
combining the marks to get an 
exclusive mark can make a cow’s 
ear look mighty like a lace doily! 

Obviously, it’s much easier to 
brand the cattle; and over 10,000 
brands are registered in the state. 

Today’s branding iron is a big 
improvement over yesterday’s cum- 
bersome irons. The modern iron is 
a 30-in-long, %-in-thick rod. On 
one end, there’s the marking in- 
signia, formed from 3/16-in by 1-in 
strap steel. On the other end, 
there’s a 6-in wood handle or a 12- 
in perforated metal handle. 

And, of course, instead of lying 
on the ground with their business 
ends in a smoky campfire, the irons 
are heated at a handy level—in a 
smokeless little LPG-fired furnace. 
Modern day cattlemen are business- 
men who appreciate the fact that 
there is no waste time in getting 
the fire started, keeping it going, 
or making sure it’s out. They also 
appreciate the fact that each iron 
is heated and reheated faster and 
cleaner than the old way. 

The little dogies also appreciate 
it. In a recent round-up, calves who 
had tried both methods preferred 
the new, safe, modern, clean way 
by a 2 to 1 margin. Said one little 
dogy: 

“Mah favrut bran’ is LPG!” @ 
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OUR GUIDING LIGHT= 


Your Customer’s Pilot...... 


IN THE YEARS AHEAD 
AS IN THE 20 PAST 











YOU CAN COUNT ON ANCHOR... 


Anchor plants are new, employing the latest techniques of 


refining, storage, and transport. Therefore, Anchorgas is of the highest quality. 


Anchor’s offices, facilities and service are nation-wide. There is an 


Anchor man near you who is skilled in the LPG business. He 


is ready to offer you personal, local help. To get in touch with him fast, call 


Tulsa, LUther 2-7261. 


ANCHOR PETROLEUM DIVISION 
Mobil Oil Company 


TULSA, OKLAHOMA 





Most dealers use specialists service, 


majority train their own men 


T hree-quar- 
ters of the na- 
tion’s LPG deal- 
ers put specially 
trained service- 
men at their 
customers’ disposal — even though 
two-thirds of them have to do the 
training themselves. That's per- 
haps the most striking conclusion 
to be drawn from the answers to 
a series of servicemen questions in 
the recent BPN Dealer Opinion 
Panel Survey, “Your $ervice call 
policy.” 


THE 
DEALER 
SPEAKS 


Although the questions were 
strictly of the essay variety, about 
80 per cent of the dealers pro- 
vided enough details and specific 
answers to enable BPN to make 
a worthwhile tabulation. The most 
likely reason for this excellent re- 
sponse is the dealers’ genuine con- 
cern over the men who service the 
appliances that burn their product. 

Three dealers from three differ- 
ent parts of the country did a good 
job of summarizing the construc- 
tive approach of most active deal- 
ers. From Edgewater, Md., for 





NEW LP GAS-FIRED MONEY MAKER 


the Johnson Radiant°¢g Blanket 


specially designed to keep pigs warm and dry in winter 


Now you can offer hog raisers a brooder 
heater that takes the gamble out of winter 


farrowing. The Johnson Radiant Pig 
Blanket keeps two litters warm and dry in 
the worst winter weather. Lets the farmer 
farrow in the winter and get hogs to 
market when prices are highest. 


Radiant Pig Blankets are good money- 
makers for you too. They’re popularly 
priced at $43.95, every hog raiser can 
afford them. And since they're fueied by 
LP gas, you have a good bottle gas cus- 
tomer with every Pig Blanket you sell. 
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Get in on the sure fire sales and profit that 
are yours with the Johnson Radiant Pig 
Blanket. Advertising and promotion aids 
are yours free. 


Write today for complete information. 





example, L. H. Parlett, Jr., of Arun- 
del Gas Co. sounded this progres- 
sive note: 


“We have men who do nothing 
but service and installation work. 
With the variety and complexity 
of gas appliances, I feel it is im- 
perative for a man in service work 
to have as much training and in- 
formation as time and conditions 
will permit. I don’t believe the 
training ever stops. New equip- 
ment is always coming along and 
must be studied. We also make 
every effort to supply our men 
with tools and equipment that will 
increase their efficiency.” 

Although he is in a “free serv- 
ice” area, N. S. Annis, of Sam An- 
nis & Co., Waterloo, Iowa, still 
maintains a positive approach: 

“We spend much time and money 
training our service people. We 
use our state association service 
schools and also attend all the 
manufacturers’ training programs 
that we can. Because of our prod- 
uct, we must be able to service 
stoves, refrigerators, carburetion, 
crop dryers, water heaters, fur- 
naces, kitchen fryers, ovens, and 
many other things. We must actu- 
ally be jacks-of-all-trades. To get 
the right men trained in this work 
and then to offer their services 
free is discouraging. We do it be- 
cause our natural gas utilities pro- 
vide limited free service and all of 
my competitors do the same.” 

And from the south, comes this 
voice, which prefers to be anony- 
mous: 

“We send our servicemen and 
tank wagon salesmen to every serv- 
ice school we have an opportunity 
for them to attend. We believe 
they must all know all they can 
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ALUMIN 
OPERATING AN AL-iI0-LPG 


L.P. GAS Business METERS 


A Handy Reference Library of 
9 Practical Booklets 





Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


Problems of Management 


Bulk Plant Design and Operation 
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Fuel Transfer with Pumps & Compressors 
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Servicing Domestic Appliances 


. Consumer Bulk Systems 


ow 


Selling 


= 





Industrial and Commercial Applications 


. Farm Applications CUT COSTS— compact, so weight, alu- 


. Power minum alloy die-cast meter reduces ship- 


ping and handling costs . . . weighs | 
Available separately or as a set 27 pounds: 8 weighs less than 


=----ORDER FORM==--=- BUILD LOADS—at-110-LPG meters give 
BUTANE-PROPANE News your customers “utility-type service”. . . 
198 S. Alvarado St., Los Angeles 57, Calif. build the confidence that helps you sell 
Please send me, postpaid, the booklets ordered below. ose tege ey tenes Sa ee Pies 
and for small commercial loads. 


MEASURE ACCURATELY — from pilot 


to full capacity loads. Precision engineered 
design includes grommet seals, self-lubri- 
cating bearings, plastic index box and rein- 
forced flag rods. Bellows-type molded Du- 
ramic diaphragms designed to meet the 
requirements of LP-Gas services. 


Rated capacity 110 cfh propane at 14-inch 
w.c. differential—5 psi working pressure. 


Available with 3%, 4% or %-inch F.P.T. 
connections. Ask for Bulletin 307. 
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I enclose $ in full payment. 
(In California add 4% sales tax.) 


[-] Complete set of 9 


INDIVIDUAL BOOKLETS 
(J No. 1—$1.25 C1 No. 6—$1.25 


5 on ie (J No. 7—$1.25 
CF] No. 4—$1.25 C] No. 8 $1.25 


[) No. 5—$1.25 [ No. 9—$1.25 
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about every appliance, tractor, or 
piece of equipment that uses LPG. 
If we cannot properly service the 
equipment, we will not have satis- 
fied customers.” 

That such concern is widespread 
is evident by the fact that 30 of 
the 40 dealers, or exactly 75 per 
cent, have specially trained serv- 
icemen. Out of the 30 dealers, 11 
or 27.5 per cent have full-time serv- 
icemen. One dealer indicated his 
serviceman did other jobs around 
the company, while the remaining 
18 simply did not specify whether 
their service men did only service 
work, since they were not asked 
to so particularize. Thus, it is en- 
tirely possible that a much higher 
percentage of dealers have full-time 
service specialists. 

Six dealers, 15 per cent of the 
total, said their service specialists 
are the only ones allowed to do serv- 
ice work. Their drivers stick to 
delivering fuel. On the other hand, 
five dealers—mostly in free serv- 


ice areas—said they have no serv- 
iceman, the drivers doing all the 
service work. Between these two 
poles are the great majority of 
the dealers, 19 or 47.5 per cent, 
who have trained servicemen, but 
also allow their drivers to do small 
service jobs—when they’re on the 
premises or in the vicinity. While 
both are in this majority, E. C. 
Stucky (Stucky’s Gas & Appli- 
ances, Geneva, Ind.) and Clyde R. 
Cheatum (Coleman Gas Service Co. 
Inc., Wichita, Kan.) express some- 
what differing views. 

Wrote Stucky: 

“We send all of our drivers to 
service schools and many times 
they can avoid special trips by our 
specially trained servicemen.” 

And Cheatum: 

“Drivers may make minor ad- 
justments on appliances, but... 
we feel that it is not practical to 
tie up an LPG driver, who is using 
a $7000 truck, for service work.” 

J. H. Winton (Suburban Gas Co., 
Beaumont, Texas) is also in this 
majority. He points out a more oc- 
casional—but lasting—benefit from 


letting drivers do service work: 

“Often, a serviceman is devel- 
oped from a qualified route man. 
We believe in extensive training 
with supervision.” 

Training, of course, is the most 
important aspect of the entire 
serviceman operation. But R. B. 
Sahagen (R. B. Sahagen & Co. 
Inc., Rochdale, Mass.) points out 
an even more basic consideration 
—one that every dealer ought to 
have in mind: 

“Before we hire a new man, he 
has to prove his mechanical abil- 
ity.” 

Because the subject of training 
is so important, dealers seemed to 
volunteer more answers on the 
matter, allowing BPN to make 
more detailed tabulations. 

Who gets the training? The 21 
dealers who provided answers to 
that question were almost equally 
divided between those who pro- 
vide training for all personnel who 
might do service work (11 dealers) 
and those who train only their 
service specialists (10 dealers). 

Who gives the training? Again, 
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You'll haul MORE GAS and LESS STEEL than 
ever before with a skillfully engineered, 
smart looking, streamlined Nor-Tex trans- 
port of T-1 and A-202B steel built to latest 
code ICC-MC-330. All fittings are recessed 
for safety. Exclusive Nor-Tex swirlproof 


RELIEF VALVES 
RECESSED 
FOR SAFETY 


ado | a 
PReOoODucrTs 
COMPANY 


National Sales Agents For 


P.O. BOX 
1219 
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today. 


OUTAGE, PRESSURE, 
and ROTARY GAGES 
RECESSED FOR 
SAFETY, 





Phone 382-5416 


NORTH TEXAS TANK CO. 
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SUMP permits easy unloading of EVERY 
DROP OF GAS. More safety and profit ‘‘ex- 
tras’' for you because they are built by men 
with years of actual bulk plant experience. 
Get the facts! Write, wire or phone collect 


WE ARE TRUCK DISTRIBUTORS 


NON-CORROSIVE ALUMINUM BAFFLES 
GIVE YOU 800 EXTRA POUNDS _ ii. 
OF PAYLOAD ge 





21 dealers provided answers. Some 
indicated that more than one en- 
tity had contributed, explaining 
why the following percentages add 
up to more than 100 per cent. The 
number of dealers mentioning each 
trainer (percentage of total re- 
sponding to this question in paren- 
thesis): the dealer, himself, 14 
dealers (67 per cent) ; manufactur- 
ers, 7 dealers (33 per cent); dealer 
associations,’ 5 dealers (24 per 
cent); and state or local trade 
schools, 4 dealers (19 per cent). 

What kind of training is it? Of 
the 27 dealers who gave answers 
along this line, 20 said “service 
schools”; 9 said “personal instruc- 
tion,” usually in the field, and on 
the job; and 2 said “publications 
and manuals.” 

Typical training comments are 
these: 

“My service men have had a 
course from Suburban Propane 
Utility Gas Service School.”—Mau- 
rice N. Allen, Allen’s Bottled Gas 
Co., Presque Isle, Maine. 

“New servicemen train by work- 
ing with experienced men for sev- 


eral months.”—N. E. Munro, City 
Gas Service Co., Flemington, N. J. 

Others, however, believe train- 
ing to be a continuing thing, as 
indicated by these three regular 
BPN Dealer Opinion Panel mem- 
bers from the Midwest and East: 

Gaylen Frey (Modern Equip- 
ment Inc., Michigan City, Ind.)— 
“We hold regular service schools 
at our plant and do actual work 
on all kinds of gas appliances and 
controls. The man who heads our 
gas department is capable of train- 
ing new men for this work.” 

Norman L. Hahn (American 
Propane Gas Co., Omaha, Neb.)— 
“A company meeting is held once 
a month to discuss service prob- 
lems and for instruction.” 

John H. Paulding (Ugite Gas 
Inc., Malvern, Pa.)—“We have 
men whose sole job is service. They 
are trained on new parts and ap- 
pliances whenever such new ideas 
are announced. Training is usually 
done by manufacturers. We also 
have a year-round training pro- 
gram with all personnel attending 
weekly sessions.” 


That Georgia dealer with the 
famous name, Dan W. Boone Jr. 
(Dan Boone Gas & Appliances Co. 
Inc., Newman), uses a different— 
but highly commendable — way to 
keep his servicemen sharp: 

“Our regular servicemen are 
trained in trade school with re- 
fresher courses at least every two 
years.” 

Very close to this is the set-up 
at Allied Gas Inc., Minneapolis. 
Says Robert D. Waddington: 

“Training is received in the field 
and during required attendance at 
a Minnesota LPG short course 
every two years.” 

A somewhat similar approach— 
sending servicemen to a_ state 
school, on a rotating basis—is used 
by two regular panel members— 
although they differ on whether a 
driver should do service work: 

W. A. Schuette (Petrolane Gas 
Service Inc., Washington, Mo.)— 
“Service is done by men who are 
qualified servicemen. Delivery men 
are usually used only for delivering 
the fuel. The state of Missouri has 
had some very excellent training 
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Choose From 4 Models-8 Styles 


* STANDARD * PAYLOAD 
* CUSTOM %* DE LUXE 


Sleek, LIGHT-WEIGHT, streamlined twin or sin- 
gle barrel BOBTAILS featuring Nor-Tex pio- 
neered ALUMINUM SKIRTING and CABINETS. 
Practical engineered 3000 WG units and over, 
on cab-over or cab-forward trucks, are still 
within the 18,000-Ib. axle limit. High-flow 
plumbing delivers ‘‘extra'’ gallons faster. For 
efficiency, durability, payload, fast loading and 
unloading, balance and appearance, Nor-Tex 
BOBTAILS just can’t be beat! 


Dependable ROUTE-RATED Units 


As costs increase and profit declines, guess- 
calculations of delivery unit size becomes more 
and more hazardous. It's no wonder Nor-Tex 
Route-Rating service has grown so popular. 
Units are built to fit your need, based on length 
of route, terrain covered, convenience of cab- 
inet location, and trips required on peak loads. 
**Route-Rating” helps you deliver extra gallons, 
work fewer hours, drive less miles and elimi- 
nates costly overtime expense. 





HAUL MORE GAS 
BALANCE YOUR LOAD THE NOR-TEX WAY and LESS STEEL 


... Finance the Balance 


Aluminum Skirting 
and Cabinets 


Phone 382-5416 


"27 INORTH TEXAS TANK CO..*::::' 
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programs for servicemen and it has 
been our policy to rotate our men 
so that all have the opportunity to 
attend these schools. We have fre- 
quent service meetings by sales- 
men on new products. And, our 
men have all been schooled at the 
Janitrol Heating School, which we 
believe to be an excellent training 
program.” 

K. H. Koach (Green’s Fuel of 
Florida Corp., Sarasota, Fla.) —“To 


be qualified as a serviceman, the 
man works as a helper for at least 
two years. We have men who do 
only service work. (But) we do not 
have men who drive trucks only, 
except the tank wagon salesmen 
and they are instructed on light- 
ups. We hold instruction classes 
for all service personnel, covering 
proper installation, safety, -con- 
trols, etc. We send at least one 
man each year to a one-week sem- 
inar at the University of Florida.” 

Another well-known panel: mem- 
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Show 


the way... 
it takes you there! 


lf you’re shipping LPG, an ordinary transpor- 


tation map will show you the rail lines and 


highways. But those lines only point the way; 


delivery still 


depends on weather, 


traffic, 


length of route, etc. By contrast, MAP* doesn’t 


just point the way for your shipments . . 


it delivers them! 


Do your customers a favor; get in touch with 


your supplier right away. 


MID-AMERICA 


PIPELINE COMPANY 


1437 SOUTH BOULDER AVE. »* 


TULSA, OKLAHOMA 





ber apparently prefers to leave 
the amount of training to the in- 
dividual’s ambition and aptitude. 
He’s Harry I. Horn of Horn Inc., 
Anaheim, Calif.: 

“Drivers do basic service work, 
such as stove changes, appliance 
adjustment of flame, etc. Some are 
capable of all phases of service 
work. They take advantage of ap- 
propriate publications, schools, etc.” 

That, then, is the serviceman 
situation, as reported by 40 deal- 
ers in 39 states. It’s a varied pic- 
ture, but generally a favorable one. 
Most dealers appear to be doing a 
good appliance-servicing job with 
trained servicemen. 

As is almost always the case, 
there also appears to be room for 
improvement, particularly regard- 
ing the non-dealer service school. 
Only a small percentage of all serv- 
icemen apparently attend associa- 
tion and manufacturers’ schools. 
The answer might be more schools 
of this type. Or, it simply might 
be that the dealer has not found 
the time and money to take ad- 
vantage of these schools. At any 
rate, the situation may be ripe for 
re-examination—by both those who 
give the schools and those who 
should be attending them. # 





LPG did its share in tearing 
down the old Cleveland Press 
Building in Ohio. Demolition 
was expedited by the use of 
Harris cutting torches, manu- 
factured by Harris Calorific 
Co., Cleveland. Gases used with 
the torches were propane and 
oxygen. 
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SAFE, SIMPLE, SILENT GROVE FLEXFLOS" 


FOR ANY PRESSURE REGULATING NEED 


There’s a complete line of Grove Flexflo regulators for pres- 

sure reducing and back pressure services. Flexflos can be GAS BACK 
supplied self-operated, pilot-operated or with Grove elec- 
tric, pneumatic and hydraulic operators. A single moving 
part—a silently flexing rubber tube that can never slam, 
stick or wedge, makes Flexflos simple, dependable. The 
tube assures positive shut-off even though foreign matter 
may be trapped between the core and tube. In cast iron or 
steel; screwed end: 1” to 3”, flanged end: 2” to 12”. Control 
pressure ranges from 2 psi to 1500 psi. 


GROVE REGULATORS 


GROVE VALVE AND REGULATOR COMPANY 


@ subsidiary of Walworth 6529 Hollis Street, Oakland 8, California Model 888, self-operated, gas dome-loaded. Setti 


Offices.throughout the U. S. and in Western Canada Oe Ser et en oe ee 


PRESSURE FLEXFLOS 


GAS 
Mode! 80-830 features same 


PRESSURE s 
“ag type of pilot as oP . 
REDUCING wan f- back Pgcure oa 
FLEXFLOS 


extreme accuracy. 
Bulletin #813-B. 


Model 80-820 
where at accuracy 
is —-. - Soniye, spring 
1 820 Grove pilot is a diaphragm 
controlied: t three-way throttling valve. Seven ad- 
justable le spring. ranges from 2 psi to 1200 psi. 
n #813-B. 


Grove Seis 
Regulator 
Standards 
for Others 


to follow 


Model 80-896A, designed for ‘‘pounds to ounces” 

pressure redu tions For inlet pressures to 100 Model 80-833, for ae : paaione. 833 pilot is 

| - A — adjustable contro! ranges from 2 available with _ adjusta + aie 10- 
© 20 psi. Bulletin 813-B. 30 psi, 15-75 psi and 25-150 4 Bulletin 





Brilliant Fire 


is yvears ahead 


Your customers will like these three 
proven fireplace sales leaders. Bril- 
liant Fire gives you the complete line 
. . . for extra sales and profits. 


EB 
HEEL SBAUERD in simu- 


~ lated Rustic Oak or Silver Birch. 
’ Available in two popular sizes. De- 
signed for the spacious or medium fire- 
‘place and engineered for full-scale 
' heating jobs. 


" cheery luster of an open coal fire but 
» minus the dirt, inconvenience or spark- 

- hazard. A powerful heatmaker with 
' quick response. 


a VEGUISRGURD, . . available in 
> two sizes. Flames play up through cen- 
> ter of cluster. Fitted with electric 
- Shadow Spinner for off-heat enchant- 
© ment. Choice of Rustic Oak or Silver 
i Birch. 

_ Automatic Safety Controls Available 
All Brilliant Fire logs and gas-coal 
> baskets have HI-FI LIFETIME cast 


> iron burners. Sizes range from 20,000 
BTU up. 


Write for Full Information and Prices 
*e*eee0eee*ee#@se%#*e#2eeese 
THE OHIO FOUNDRY AND MANUFACTURING CO. 


Dept. BPN-96! 
P. O. Box 191 @ Steubenville, Ohio 


Rush me full information on Brilliont Fire's com- 
plete line of fireplace heater units. 








HT-340 incorporates "first" in farm tractor 


International Harvester Co., 
Chicago, has paired a gas tur- 
bine engine with a hydrostatic 
transmission, which is believed 
to be the first time the combina- 
tion has ever been tried in a 
farm and utility tractor. 

Called the HT-340, this trac- 
tor has no gear shift lever, no 
throttle, brake, or clutch pedals. 
It uses neither cooling water nor 
anti-freeze, and it has no trans- 
mission gears. Oil consumption 
is extremely low, and it will op- 
erate on any kind of liquid fuel. 

The turbine is an 80-hp, 


single-shaft Titan T62T. It is 21 
in. long, less than 13 in. in di- 
ameter and weighs only 90 lbs 
with reduction gearing. 

The research tractor was un- 
veiled in late July at the Univer- 
sity of Nebraska’s 10th annual 
tractor day at Lincoln. 

Design, in this research trac- 
tor developed by International 
Harvester, trends toward in- 
creased power and more precise 
power control. It may make nat- 
ural running mates of gas tur- 
bine and hydrostatic transmis- 
sion in the future. 


Note rear-mounted fuel tank, front exhaust, air intake on side. The full-scale drawing 
(background) shows styling of the fiberglass skin. Engineering research personnel are, 
from left: John R. Cromack, test engineer; Carl H. Meile, chief engineer; and Ralph E. 
Wallace, research engineer. 
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“We gained 200 new accounts last year.” 


“Our Texaco LP-Gas sales have 
shown a consistent and gratify- 
ing increase,” says Robert G. 
Royce, Radiant Oil Co., Jackson- 
ville, Fla. ““We’ve been associated 
with Texaco since 1925, and we 
like to do business with them. 
Texaco policies are fair, and we 
get dependable on-time deliveries. 
We’ve found that it pays to sell 
the best . . . Texaco.” 


5 reasons why you can 
grow with Texaco 


1. Texaco is jobber-minded. 
Proof: 842 Consignees and Dis- 
tributors of Texaco Products 
have been with Texaco over 20 
years, some over 45 years. 


SEPTEMBER, 1961 


2. Profitable and proved sales 
policies. Texaco does not compete 
with its independent Distribu- 
tors of LP-Gas. 
3. Dependable, efficient delivery 
in a new fleet of tank cars, from 
31 strategically located produc- 
tion areas. 
4. Immediate acceptance. Texaco 
LP-Gas is sold under the nation- 
ally-known trademark, the fa- 
mous Texaco red star with the 
green “T.” 
5. A product of highest quality 
— moisture-free. 

TEAM YOUR NAME with Texaco 
for a promising future. Send cou- 
pon today: Texaco Inc., LPG 


Sales Division, P.O. Box 2420, 
Philtower Bldg., Tulsa, Okla- 
homa; 3350 Wilshire Blvd., Los 
Angeles, California; Texex, 237 
Seventh Avenue, West, Calgary, 
Alberta, Canada. 


| would like complete information about the pos- 
sibility of becoming a Texaco LP-Gas Distributor 


NAME. 
STREET, 
CITY 


STATE oe 
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Why the world's largest 
transport refrigeration manufacturer 


recommends LPG 


EARL DE NOUX 


“IN 1955, A CUSTOMER PRACTICAL- 
LY THREW ME OUT OF HIS OFFICE 
for suggesting he use an LPG- 
powered refrigeration unit.” That 
recollection was made recently by 
V. W. Snyder, assistant general 
sales manager of Thermo King 
Corp., a Minneapolis firm that just 
happens to be the world’s largest 
manufacturer of transport refrig- 
eration. 

Times have changed since the 
company built its first propane- 
powered unit in 1952. Each year, 
for the past several years, LPG 
units have substantially increased 
until they now account for approx- 
imately 30 per cent of the company’s 
production. 

Among the satisfied users of 
LPG units is the same customer 
who once practically threw Snyder 
out of his office. 

What accounted for the turn- 
about of this customer—and many 
others just like him? A combina- 
tion of two factors, says Snyder. 

First, the company recommends 
propane. As a pioneer and the 
leader in transport refrigeration 
equipment, it exerts considerable 
influence in its field. Second, as the 
number of satisfied propane users 
grows, others become increasingly 
aware of the advantages of LPG. 

“The use of propane is so wide- 
spread today that most people in 
the transportation business have 
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Once practically thrown out of a 
customer's office for suggesting 
LPG, V. W. Snyder, assistant gen- 
eral sales manager for Thermo 
King, is a real booster of pro- 
pane. He has not only sold that 
customer, but has promoted pro- 
pane so well that 30 per cent of 
the company's sales are now in 
LPG-powered units. 


information about it,” explains 
Snyder. “And the more a person 
learns about propane, the more 
he will be inclined to utilize it.” 
Basically, of course, Thermo King 
is not in the business of promoting 
LPG. Its business is selling trans- 
port refrigeration units—one-piece 
units encased in a single frame, 
factory - assembled, factory - tested, 
backed by a liberal warranty, and 
shipped ready for immediate in- 
stallation. It manufactures many 
parts itself and has the rest man- 
ufactured to specific requirements. 
The complete unit, therefore, is 
custom-made to answer particular 
needs. The self-contained engine 
has many special features that are 
not found in ordinary commercial 
applications. The starter-generator, 
for example, is patented and ex- 


A BPN Exclusive 


clusive, has 75 per cent fewer parts 
than other starter and generator 
motors. 

The company has never had an 
information campaign based on 
propane per se. In the process of 
selling a unit, however, it tries 
to educate its customers on the 
advantages of propane. The educa- 
tion process usually takes place 
during personal conversation with 
the customer. The contact may be 
made by Snyder or another rep- 
resentative from the home office, 
which is responsible for many sales. 

Most units, however, are sold 
through Thermo King’s more than 
175 dealers from coast to coast. 
These are sales and service outlets, 
with factory-trained mechanics and 
a complete stock of replacement 
parts. Dealers are experienced with 
all models, and are highly qualified 
to offer expert advice in every phase 
of transport refrigeration. With 
this background, they are thorough- 
ly familiar with propane and, says 
Snyder, “we encourage them to 
convert old customers and sell new 
customers on propane.” 

The prospective customer is of- 
fered assistance on his first LPG 
installation and may be referred 
to a confirmed propane user. There 
are many of the latter: Scott Truck 
Lines, Denver-Albuquerque Motor 
Transport Co., Hertz Corp., and 
Querner Truck Lines have used 
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Thermo King LPG engines for six 
years or more. Safeway Stores, 
Great Northern Railroad, and Mis- 
souri-Pacific Motor Transport Co. 
have used them for three or more 
years. 

Thermo King has more refrig- 
eration units on the road today 
than all other competitive brands 
combined. Its complete line has 
more than 40 models with more 
than 125 variations. 

“There is a Thermo King unit 
designed to hold any temperature 
or to maintain any range of tem- 
peratures under any conceivable 
transport condition,” says M. B. 
Green, executive vice president and 
general manager. 

There is a unit to maintain zero 
temperatures under most condi- 
tions; one for pre-cooling or hauling 
high temperature loads; another 
capable of hauling loads at —20 
deg. Whether for trucks or trailers, 
long hauls or peddle-runs, and re- 
gardless of the temperature to be 
maintained, all units in the line 
may operate on propane. Thus, a 
six-foot truck body, a 45-ft trailer, 
or a 50-ft railroad car may all be 
refrigerated by propane power. 

There is no difference in price 
for a propane - covered unit. A 
slight extra cost to the company 
is absorbed because of the advan- 
tages to the customer. There are 
also no differences in weight or 
size. 

The advantage in which the cus- 
tomer is most interested is reduced 
maintenance costs. Figures from 
Thermo King’s comprehensive re- 
search and service program show 
that, with the average operation, 
the trucker using propane cuts his 


The smallest Thermo King refrigeration unit is the Model GA, shown above the cab. This 
type of unit consumes less than one-half gal. per hr., is suitable for store-to-store opera- 


tion of small trucks. 


maintenance costs in half. Because 
propane burns so clean, it leaves 
a minimum of deposits in the 
combustion chamber and around 
the rings. The LPG engine can 
operate several thousand hours 
longer than the gasoline engine 
before a minor or major engine 
overhaul is necessary. The propane 
engine runs twice as long as the 
gasoline engine before an oil change 
is needed. Cost of oil and labor 
in oil changing is reduced by 
roughly $125 a year per truck, 
according to Snyder. 

Fuel costs of propane versus 


The largest Thermo King is the 
Model SRL, mounted on front of 
trailer below. It consumes about 
1% gal. per hr., can keep the 
largest trailers at sub-zero tem- 
peratures. At right, there's a 
close-up of the four-cylinder en- 
gine running this unit. All Thermo 
Kings can be supplied for or con- 
verted to propane. 


gasoline are almost identical. Fuel 
consumption varies from % to 1%. 
gal. per mile. However, the economy 
of propane shows up with time 
because of the tendency of the 
gasoline engine to deteriorate more 
rapidly. 

Thermo King servicemen say 
that LPG engines not only are 
less costly to maintain but also 
are easier to service. There is no 
fuel pump. There is no float, needle 
or seat in the carburetor, which 
is reduced to a simple nozzle. This 
is an advantage in transport re- 
frigeration because these parts are 





Transport refrigeration 





jostled so much on the road. An- 
other part that is eliminated alto- 
gether in the propane engine is 
the automatic choke. 

Thermo King’s intensive study 
also reveals a notable lack of 
accidents with propane. 

“With its odor, of course, you 
can smell a leak a mile away,” 
explains Snyder. 

Despite the strong case for pro- 
pane and the influence of the 
manufacturer’s ‘recommendation, 
customers do not convert to LPG 
without careful thought. The com- 
pany does not expect them to. The 
customer, in the final analysis, has 
to make his own decision—as he 
does when he selects a particular 
unit on the basis of his needs. 

For example, Eastern truckers 
have to decide whether they would 
rather use propane units or travel 
through the convenient Lincoln, 
Holland, or Baltimore tunnels. They 
cannot do both, for propane is not 
permitted in these tunnels. Many 
have decided to use propane and 
travel between New York and New 
Jersey via the George Washington 
Bridge. It takes much longer, but 
they feel that the savings with 
propane are well worth the extra 
travel time. Thermo King believes 
that if propane ever is permitted 
in the tunnels, its LPG-unit sales 
will increase 75 per cent within 
one year! 

Meanwhile, the number of pro- 
pane units in use continues to 
increase at a good clip. Scott Truck 
Lines now has 58; Denver-Al- 
buquerque Motor Transport, 55; 
New York Central Railroad, 150; 
Missouri-Pacific Motor Transport, 
252; Sea-Land Container Service 
(Pan-Atlantic Lines), ‘‘several 
hundred.” 

Thermo King expects this trend 
to continue, inasmuch as results in 
all cases have been good. Snyder’s 
tribute to propane explains why: 
“T have never known a customer 
who changed back to gasoline after 
trying propane.” a 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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Propane-powered refrigeration units were specified for the new refrigerated railway cars 
recently put into service. The device can be quickly installed (or removed) with a fork 


lift truck, as shown above. 


Propane adds super efficiency to 


“cold-storage warehouses” on rails 


“SO EFFICIENT THAT THEY ARE 
LITERALLY COLD - STORAGE WARE- 
HOUSES,” 1.6 miles of propane-re- 
frigerated railway cars are cur- 
rently going into service for four 
Midwest meat-packing companies. 

The cars are the first ever de- 
signed specifically for hauling fresh 
meat and other  packinghouse 
products, according to Spencer D. 
Moseley, president of General 
American Transportation Corp., 
manufacturer of the cars. The net 
result, he says, is “better package 
(for the special use of the meat 
packer) than the all-purpose car— 
and at a much lower cost.” He adds 
that the new model is “markedly 
more economical for packinghouse 
use than the all-purpose car.” 

Key to this efficiency is the poly- 
styrene foam insulation throughout, 
said to cut heat loss in half. These 
210 cars are believed to be the 
first large-scale production models 
to use such insulation. 

However, another big factor in 
this efficiency is the propane-pow- 
ered refrigeration unit, built by 
Thermo King Corp. after four 


years of cooperative development 
with General American. Here’s 
how Mosely explains the company’s 
decision to use LPG equipment: 

“Propane has the advantages of 
ease of starting, economical opera- 
tions, and very much lower main- 
tenance. In addition, propane is 
quiet and the exhaust is virtually 
odorless, important when the cars 
are standing near residential areas.” 

An important feature of the 
cooling unit installation is that all 
servicing can be done from the 
outside. By using a forklift truck, 
mechanics can replace a complete 
unit in only 30 minutes. 

The fuel tank holds 660 lbs., 
enough for 6 to 12 days’ operation, 
depending on the initial tempera- 
ture of the load. Fuel consumption 
is 2.1 to 3.75 Ibs. per hr. 

The first of these 40-ft- long, 
70,000-lb-capacity cars went into 
service in mid-July. The 210 cars 
are leased to: Swift & Co., 100 
ears; Hygrade Packing Co., 100 
cars; Dubuque Packing Co., 5 cars; 
and Sioux City Dressed Beef Co., 
5 cars. & 
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Great new things are coming from AMIERICAN BOSCH / 


the new ENSIGN LP-Gas 
Carburetion System 


Here’s ultra-modern LP-Gas carburetion—the new 
ENSIGN system for fork lift trucks and small engines. 
It’s easy to install, compact, simple to maintain and 
service. Special built-in features assure maximum 
fuel economy, fast starting, positive fuel shut off— 
all in a simplified, easily mounted system that’s low 
in cost—high in operating efficiency. 


Give a “‘lift’’ to lift truck operations by teaming 
up with LP-Gas and ENSIGN carburetion. Get greater 
economy—safety—better performance—less mainte- 
nance expense. Write today for booklets E 360-11 
and E 360-111 and get the complete details on the 
new ENSIGN CR-CVS system—a product backed by 
fifty years’ experience in specialized carburetion. 


6299 


AMERICAN BOSCH ARMA CORPORATION 
Commercial Sales Division ¢ Springfield, Massachusetts 





Gas Carburetors Vaporizer-Regulators Combination Carburetors Fuel Regulators LP-Gas Filters 
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for long wear 
low. vibration 
fast pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 

Vanasil or 

Aluminum 

Pistons—jump 

power output 
" as much as 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 











LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 


amazingly combines the hardness of | 


cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept low... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
*“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
~also International and Chevrolet trucks. 


WRITE for literature and prices. 
JOHNSON 


MACHINE SHOP 


DEPT. B-41 PONTIAC, ILL. 
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Farmers Butane keeps its customers loyal by providing annual checkups for LPG-powered 


tractors with this mobile dynamometer. 


Annual “physicals” keep 


Kansans tractors fit 


JUDITH TAGGART 


SERVICE IS A BIG WORD IN THE 
L. P. GAS INDUSTRY—and nowhere 
is it more important than in the 
tractor market. The guarantee of 
prompt, reliable service is the key 
to building tractor business. No one 
believes this more firmly than 
Farmers Butane Co. Inc., of Hutch- 
inson, Kans. 

The principal tool in the com- 
pany’s tractor service program is a 
dynamometer—a piece of equip- 
ment that, as M. M. Burke of 
Farmers Butane puts it, “gives the 
farmer the service he needs and 
wants. Properly used, the dyna- 
mometer will keep his tractor run- 
ning at top efficiency.” 

A dynamometer is a device that 
measures the power output of the 
tractor. When the actual power out- 


put of a given tractor is known, 
it may be adjusted to achieve max- 
imum power. 

A bulletin* published in May, 
1959 by Kansas State University 
at Manhattan studies the perform- 
ance of 50 farm tractors, all field- 
tested in two Kansas counties. 
Using a commercially built dyna- 
mometer, Kansas State researchers 
found most of the tractors to be 
operating below maximum fuel and 
power efficiency. After adjustment, 
maximum power was increased by 
an average 11.1 per cent specific 
fuel consumption decreased by an 
average 14.4 per cent. 

Farmers Butane has found the 


* Technical Bulletin No. 99 can be 
ordered from Room 16, Unberger Hall, 
Manhattan, Kan. It contains comprehen- 
sive information on tractor operation and 
maintenance, including a step-by-step pro- 
cedure for the operation of a dynam- 
ometer. 
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Bendix announces WO 


REAT NEW COMPONENTS FOR 
ZENITH LP FUEL SYSTEMS 


ZENITH 
PRESSURE 
CARBURETOR 


Greater safety and efficiency in fuel control are 
built into this new Zenith® LP carburetor. In its 
development, our engineers drew upon their wide 
experience in other fields of carburetion—particu- 
larly aircraft pressure carburetion, where Bendix 
patents exist. The new LP models offer many 
advanced features: Both fuel economizer and 
final regulator are built in. The carburetors are 
fully balanced, can have fixed or adjustable fuel 
metering, and are simple to service. Two sizes 
available: 1” S.A.E. (Model PC 1-8) and 114” 
S.A.E. (Model PC 1-10). 


ZENITH‘SUPPLIES MORE LP GAS CARBURETORS FOR ORIG- 
INAL EQUIPMENT THAN ANY OTHER MANUFACTURER. 


ZENITH HOSE LINE 
UNIVERSAL VAPORIZER 


As the high-performance companion to the new 
pressure carburetor, we have designed a new hose 
line vaporizer. It mounts in any position in upper 
or lower radiator hose. For additional capacity 
on large engines, vaporizers can be mounted in 
both hoses. The unit, including the head, is cast 
from aluminum for light weight. The casting 
includes a pad for bracket or brace support in 
mounting. 


Write for information on Zenith’s LP Gas Carburetor School 


BENDIX AUTOMOTIVE SERVICE 


SOUTH BEND, IND. 


SEPTEMBER, 196! 
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AMERICAN BEVERAGE CORPORATION 


HOUSTON, TEXAS, DIVISION REPORTS... 


“50% LESS MAINTENANCE 


WITH CENTURY LP-GAS CARBURETION” 


MR. JOE DARSKY, PRESIDENT 
GOLDEN AGE BEVERAGE CO., INC. 


Division of American Beverage Corp. reports... 


“Of the 145 new automotive units we have purchased in the last 
two years, 65 have been converted to the use of LP-Gas Motor Fuel. 
Since that time, we have had no carbureter or fuel pump trouble 
.-.no valve trouble... better engine performance... no siphon- 
ing out of gasoline and more oil mileage. Very few spare parts have 
been required where gasoline carbureters have been discontinued. 
We change oil every 6000 miles, and to date, have had no major 


engine repair.” 


GET COMPLETE FACTS 
SEND FOR LITERATURE 











arkhill 


REPAIR YOUR OLD NOZZLE 


Parts and adaptors are in stock 





For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 





Kansans’ tractors 





adjustment the dynamometer 
makes possible nearly always pro- 
duces more efficient operation of 
the tractor. Burke cites the exam- 
ple of their first experience with 
the instrument: “When we first got 
our dynamometer, just out of curi- 
osity we checked the last six trac- 
tors we ‘thought’ we had adjusted. 
Only one out of the six didn’t need 
adjusting.” 

Continued use of .the dynamom- 
eter has also shown that often a 
tractor doesn’t measure up to its 
claimed horsepower. Therefore, 
Farmers Butane checks the tractor 
after adjustment as well as before, 
to determine the tractor’s actual 
horsepower output. 

Farmers Butane uses a portable 
dynamometer, which fits on the 
back of a pickup. A serviceman 
with extensive tractor experience 
operates it. When a new man takes 
over, the service manager travels 
with him for a month to be sure 
he becomes thoroughly acquainted 
with the instrument. As Burke 
points out, “If you’re going to get 
the full benefit from a dynamom- 
eter, you’ve got to have a man 
who knows how to use it and how 
to adjust tractors, too.” 

Every tractor is checked early 
in the spring. Six to eight can be 
handled each day. Spot checks are 
made as requested by the customer. 

No charge is made for these 
tests. Expensive, you ask? Yes, 
when you add up the initial cost, 
the salary of a trained serviceman, 
the miles the unit travels—that, 
combined with no tangible profit 
from its use. 

But the intangible benefits have 
sold Farmers Butane on the dyna- 
mometer. “We feel this service 
keeps our customers satisfied not 
only with L. P. gas, but with us,” 
says Burke. “As far as we know, 
we’re the only dealer in the area 
equipped with a dynamometer. And 
being so close to the source of sup- 
ply, competition is extremely keen. 
So this extra service means quite 
a bit to our business—what farmer 
wouldn’t be happy to see the horse- 
power output of his tractor in- 
creased? And more often than not, 
he tells his neighbor and influences 
another sale.” & 
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New Products and 
Free Literature 


“Brindle” trailer carries 
1000 Ib load at any speed 
Circle 1 on Readers’ Service Card 


The Brindle portable propane 
supply trailer is made of 1%-in. 
pipe and 214- by 2-in. angle iron. 
It is equipped with 8-in. wheels, 
and can carry a 1000 lb load at any 
speed. The horizontal tank is fitted 
with liquid and vapor valves, excess 
flows, rotary gauge, filler, relief 
valve, tank feet (GEC 740). H& H 
Equipment Co. and Lee Cylinders. 


Radiant circulator is 
approved for all gases 
Circle 2 on Readers’ Service Card 


This modern radiant circulator 
comes in rich tan Mocha-tone with 
gold silicone expanded metal grille 
and chrome guard bars. The 300 
series is approved for natural- 
mixed, manufactured, or L. P. 
gases. It is equipped with cast iron, 
drilled port burner for trouble free 
operation. Models are available in 
19 x 22% and 23 x 23% in. (GEC 
420). Armstrong Products. 
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; 32>." 
Hair dryer designed to 
attach to clothes dryers 
Circle 3 on Readers’ Service Card 
This hair dryer accessory at- 
taches to all new Norge automatic 
dryers. Weighing about 11 lbs, the 
hair dryer comes in three parts and 
snaps over the clothes port. Heat 
can be adjusted by using the dry- 
er’s temperature controls. Other 
features of the clothes dryer in- 
clude a 21-in. fan, 6 cu ft of room 
in the cylinder (GEC 120). Norge. 


die Saitamtee 


New fitting designed 
for industrial markets 
Circle 4 on Readers’ Service Card 


A new type detachable, reusable 
fitting for high pressure hose as- 
semblies has been designed for in- 
dustrial markets, such as construc- 
tion equipment and heavy auto- 
mated machinery. The “Iron Mike” 
consists of three components: taper- 
ed steel socket, two aluminum seg- 
ments, and a steel nipple. It fits 
hoses from %4- to 2-in. (GEC 430). 
Aeroquip. 





Repair kit handles 
wider range of repairs 


Pa 


Circle 5 on Readers’ Service Card 


An all-purpose repair kit (GEC 
500) enables servicemen to handle 
a wider range of repairs on holes, 
splits, breaks, cracks and leaks on 
B/S joints, flanges, welds, threads, 
plugs, couplings, valves, service 
cocks, tees and fittings. It assures 
positive sealing where flexibility is 
encountered, even under pressures 
up to 500 psig. Bonded Products. 


es 
Combustible gas alarm 
uses diffusion sampling 
Circle 6 on Readers’ Service Card 


This model Rh diffusion-head 
combustible gas alarm is designed 
for the continuous monitoring of 
hazardous locations. The unit is 
lower in price than permanently in- 
stalled sample - drawing instru- 
ments. A flame arrestor screen al- 
lows the atmosphere to reach the 
detector filament but prevents igni- 
tion of explosive fumes (GEC 710). 
Johnson-Williams. 
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FOR THE BEST 
in quality and 
performance 





s 

TRADEMARK carat 
y TESTED 

pesos KE GRIFFITHS 

bon T CHOICE FOR 


UR FIRS 
TMATIONALLY ADVERTISED 
EQUIPMENT. 


e Conversion Parts 

e Meter Components 

e Drills & Drill Cases 

e Testing Thermometers 
= Joa © Oven Testing Pyrometers 

e Taps & Reamers 

e GRIPSO Pliers & Wrenches 

e Ratchets & Sockets 

e M/W Cylinder Trucks 

Jf « YEATS Appliance Dollies 

e Dies & Die Holders 

e PAPCO Flaring Tools 

e PAPCO Cutoff Tools 

e GRIFFOAM Leak Detector 

e “U" Gauges 














| New products 





Car desk fits all trucks, 
cars, huge transports 
Circle 7 on Readers’ Service Card 


Designed to fit all cars, trucks 
and station wagons, this car desk 
is equally at home in a huge trans- 
port or a compact auto. Writing 
surface measures 12 by 20 in. and 
comes in choice of two materials 
(GEC 040). Mishek Supply Co. 


Safety relief valves use 
replaceable soft seats 
Circle 8 on Readers’ Service Card 


Type 41 and 48 safety relief 
valves use replaceable soft seats for 
high performance and low mainte- 
nance. They have connections of 
14-in. NPT and an orifice of 1%-in. 
for set pressures up to 7500 psi 
(GEC 820). Anderson, Greenwood 
& Co. 


Furnace accommodates up 
to eight take-offs 
Circle 9 on Readers’ Service Card 


This new central duct system gas 
floor furnace is designed to accom- 
modate up to eight take-offs using 
standard round pipe and fittings. 
The 85,000 Btu unit fits in opening 
of most large capacity floor fur- 
naces (GEC 420). Temco, Inc. 


ES 
New line of “through- 
the-wall" heaters available 
Circle 10 on Readers’ Service Card 


Included in this “Ventura” line 
of gas through-the-wall heaters are 
gravity-type 25,000 and 35,000 Btu 
and counter-flo forced air 35,000 
Btu models. Features include sealed 
combustion chamber, A-19 Glascoat 
on combustion chamber, etc. (GEC 
420). Samuel Stamping. 








New line of gas counter 
equipment introduced 
Cirele 11 on Readers’ Service Card 


A new line of gas counter equip- 
ment consists, at present, of hot 
plates, standard griddles and auto- 
matic griddles. All units have flush 
bottoms and four leveling legs are 
included as standard equipment 
(GEC 230). Garland Division of 
Welbilt Corp. 


| 
ned 


Residential steel boilers 
added to LPG line 


Circle 12 on Readers’ Service Card 


This packaged residential steel 
boiler, the “Commando,” comes in 
four models with hourly butane 
gas inputs of 100,000, 125,000, 150,- 
000 and 160,000 Btu. Included in 
the package are pump, burner as- 
sembly (GEC 420). Rheem. 
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PUMP GOING 
OUT— NEED 
ONE QUICK 


EXCHANGE » 
PUMP PLAN rs 


os 
SMITH 


PRECISION PUMPS 
SHIPPING 
RECEIVING 




















When a pump begins to lose its 
efficiency, write, wire, or telephone our factory, giving the 
model number and serial number from pump label plate. 
NUMBERS ARE IMPORTANT FOR BEST SERVICE! 


An identical unit in new condi- 
tion, carrying all the latest factory improvements, will be 
shipped the same day your order is received. 





If the need is urgent, we like to 
use AIR FREIGHT, which costs little more than RAILWAY 


EXPRESS, and far less than AIR EXPRESS. For fastest serv- 
ice, arrange to pick up the pump at your nearest airport. 





If you can wait a few days, we 
will ship by TRUCK FREIGHT, which is cheapest and is 
usually delivered to your door. After the new pump is 
received, you return the old unit in the same crate, cheapest 
way. The charge amounts to only the cost of repairing your 
old pump, plus shipping costs. 


You can trade in old pumps for 
larger or smaller units under this plan, as your requirements 
change. 


Exchange pumps usually cost less 
than half the price of new pumps when the old pump is 
returned for credit. They are as efficient as new pumps, and 
last as long since they carry the latest factory improvements. 





NEED WE SAY 
MORE? 








SMITH 


PRECISION PRODUCTS COMPANY 


SIXTEEN BULK-PLANT AND 
TRUCK PUMP MODELS FOR ALL 
NORMAL LP-GAS SERVICE. 

SPECIAL PUMPS BUILT TO ORDER 
FOR UNUSUAL REQUIREMENTS. 1135 MISSION STREET, SOUTH PASADENA, CALIFORNIA © MUrray 2-2293 and MUrray 2-269! 
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Mr. LP Gas Distributor: 


Put those 
old cylinders back 


into PROFITABLE service! 





FULLY APPROVED 


REPAIR SERVICE 


ON ALL MAKES 


ICC CYLINDERS 


(5to420Lbs.Capacity) 


Prompt repairing and _ re- 
placing of bottoms and foot- 
rings ® Repairing seams ° 
Leaks ® Removing dents ¢ 
Purging etc. 

WAAL? 22 PAPAPOOAL LO? 


ALL CYLINDERS 
HYDROSTATICALLY 
TESTED AND 
SERIAL NUMBER 
RECORDED 
BEFORE RETURN 


eeeeeeeeeeseeveceege 


MAIL COUPON TODAY! 
Bt, RE ee 


OLD WESTBORORD. 
W | X GRAFTON, MASS. 
Tel. VErnon 9-4272 


e@eeeeeeeeeeeeee 





NEW ENGLAND DISTRIBUT 

, BEAM LP CARBURETION 
Please send data checked below. 
[] LP Gas Cylinder Repair price list 
[) BEAM LP Carburetion information 














| New products 





| New top loading clothes 
| dryer now available 


Circle 13 on Readers’ Service Card 
A top loading clothes dryer is 
now being marketed. It is available 
in gas or electric models and fea- 
tures a glass-lined, non-perforated 
cylinder for maximum clothes pro- 
tection, plus floating suspension, 
20-lb capacity, complete time and 
temperature controls (GEC 120). 
Republic-Transcon Industries. 


New inside-screw small 


| steel gate valve available 


Circle 14 on Readers’ Service Card 


This inside-screw small steel gate 
valve, with screwed or socket ends, 
is now available. This line will be 
a companion to the line of 800-lb 


| forged steel gate valves. It is avail- 


able in a bolted bonnet design in 
114- and 2-in. sizes, and in a union 
bonnet in sizes %4- through 1-in. 
(GEC 820). Lunkenheimer Co. 


Fast action pipe wrench 

comes in four sizes 

Circle 15 on Readers’ Service Card 
New lightweight, high-strength 

pipe wrench is designed to provide, 

instant adjustment to any pipe size, 

and can be snapped closed when not 

in use. A _ special spring-loaded- 


ratchet locking device is located in- 
side the handle and the hook is cali- 
brated from %- to 2-in. which en- 
ables user to set wrench in advance 
(GEC 770). Standard Fittings Co. 


| SE | 


Commercial radiant broiler 
preheats in two minutes 
Circle 16 on Readers’ Service Card 


A radiant broiler that complete- 
ly preheats in only two minutes has 
exclusive floating grid and feather- 
touch control features. Fast pre- 
heat is achieved through a special 
metal grid below the ceramic (GEC 
230). Waste King Corp. 


Two-piece gouging nozzle 
gives faster starts 
Circle 17 on Readers’ Service Card 
Two-piece gouging nozzles, de- 
signed for use with natural and 
propane gas, produce greater pre- 
heat than ever before possible. Des- 
ignated the “Oxweld 1542” series, 
the unit incorporates a slotted in- 
ternal nozzle with an _ external 
sleeve. They are ideal for gouging 
heavily-scaled or rusted plate (GEC 
500). Linde Co. 
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Meter prover described 
Circle 18 on Readers’ Service Card 
Bulletin 210 provides full infor- 
mation with illustrations on the 
automatic meter prover, which is 
supplied for use with 2 and 5 cu ft 
American Meter bell-type provers 
and rapid meter testing stands 
(GEC 570). American Meter Co. 


Catalog on LPG kettles 
Circle 19 on Readers Service Card 


A complete line of portable foam 


and cork kettles, featuring LPG- ° 


fired burners, are described in cata- 
log form. The kettles are for use 
by insulation, waterproofing, and 
flooring contractors. Related prod- 
ucts utilizing LPG are also de- 
scribed (GEC 400). Aeroil Prod- 
ucts Co. 


Study on fleet leasing 
Circle 20 on Readers’ Service Card 


A second edition of truck fleet 
leasing plans (compared with com- 
pany ownership) has just been pub- 
lished in 32 pages. The study has 
been revised to include data from 
a new survey covering fleet opera- 
tion practices of more than 4500 
corporations (GEC 790). Founda- 
tion for Management Research. 


Petroleum farm market book 
Circle 21 on Readers’ Service Card 


“Petroleum; the Farm’s Most Im- 
portant Handyman,” vividly de- 
scribes agriculture’s long climb 
from back-breaking drudgery to 
mechanization. The use of the va- 
rious petroleum products by farm- 
ers is also discussed (GEC 450). 
Cities Service Co. 


Guide to hydronic heating 
Circle 22 on Readers’ Service Card 
A new consumer guide to hy- 
dronic heating and cooling is now 
available in a 32-page pocket-size 
booklet. It is designed as a selling 
tool for contractors, wholesalers 
and manufacturers (GEC 420). 
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Free samples are available from cluded (GEC 260). Bastian-Bless- 
The Better Heating-Cooling Coun- ing. 
cil. 

a Metal buildings described 
Additions to LPG catalog Cirele 24 on Readers’ Service Card 
Circle 23 on Readers’ Service Card A six-page brochure on self-sup- 

Additions to RegO 1-500 LPG porting pre-engineered metal build- 
equipment catalog are now ayvyail- ings designed to meet small build- 
able. The new catalog section LD ing requirements is now available. 
describes the equipment for lift The brochure is illustrated and de- 
truck and other motor fuel contain- scribes the flexibility of design, 
ers. Various relief valve adapters rugged economy, and ease of con- 
for the 7545 lift truck container struction of these models (GEC 
safety relief valves are also in- 060). Parkersburg Rig & Reel. 


) | 
| THE TEMCO TRIO® 

- DESIGNED FOR 
THE GREAT NEW MARKET 
IN SPACE HEATING 














ig te At least one of the TEMCO Trio 
Goritaa solves the heating problem when 
¥ any home improvement adds to 

or alters the living space. This 
is the first complete line designed 
for the 4.6 billion dollar* re- 


modeling market! 
*Source: Dept. of Commerce, Bureau of Census. 


*, - 
™ 
> evet! 


ecoeccccceeecces WALL FURNACE 

The economical way to heat remodeled 

basements, apartments, motels and small 
| cottages where floor space is limited. Con- 
| trolled radiation is a TEMCO exclusive. 


Patent Pending 
“PRE-VENT”® 
Perfect where quality and style are prime 
requisites. Thru-the-wall direct vented, 
hermetically sealed unit for add-on rooms, 
motels, cottages. 
Pro*ected by U.S. Patent #2,964,034 - Granted 1960, 
Canadian Patent #615,008 - Granted 1961 
pececceosecses AlL-KOVE" 
Ideal supplementary heat for large areas 
such as converted garage, playroom, long 
hallway. Powerful 50,000 BTU unit re- 
quires only 1% sq. ft. of floor space. 
Mail today! Get your share of 
WA the new space heating market! 


2 S22 OC eS ee ee a 
= a TEMCO, Inc., Dept. BP. Nashville 9, Tenn. 
i Please send me the name of my nearest TEMCO 4 


distributor plus complete information about the 


inc. 8 EMCO Trio. 
NASHVILLE 9, TENNESSEE COMPANY. 


Gas Healing Speciabed yor the Melton” : ADDRESS 
g CITY STATE 
§ SIGNED BY. 
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CONSTANT COMFORT" 


GAS HEATER 


ONLY 
SPACE HEATER 


WITH A FILTER 


Continually circulates FILTERED warm air for 
perfect heating comfort—floor to ceiling. 





Counter-flow circulation heats floor first © 
Draws preheated air from ceiling for ECO— 
NOMICAL filtered reheating. 


BIG SAVINGS 
OTHER FEATURES: 

COMPACT DESIGN SAVES FLOOR SPACE e 3 LOUVERED 
REGISTERS DIRECT HEAT FLOW e REVERSIBLE FLUE—TOP OR 
BACK e EYE-LEVEL, BUILT-IN THERMOSTAT 
e INSULATED CABINET STAYS COOL 


Available in three sizes for ALL gases: 30,000 BTU—45,000 BTU—65,000 BTU 
Approved by AGA, Leading Utilities and LP-Gas Marketers 


IN FUEL COSTS 


SEND FOR DETAILS 


SUBURBAN APPLIANCE CO. 


Dept. BP-961 Morristown, N. J. 


*TM—Suburban Appliance Co. 











CHALLENGES 
ALL 
COMPARSION! 


ARPS 


MODEL L-12 


nonch Devil 


DIGS WIDER 
DEEPER - FASTER 
THAN ANY KNOWN 
COMPETITION 
COSTS LESS TO 
BUY OPERATE 
MAINTAIN 


SPEEDS UP TC 


1200 FT. PER HOUR 


GET THE FACTS 


and complete 
specifications on the 





Trench Devil from this 
specially prepared 
brochure. 


PROPELLED 
POWER BOOM 


CONTROL 


@ REVERSIBLE 
DIRT CONVEYOR 


OTHER MODELS 

MA-2 Self Propelled 

Sage sts Slightly less cosectty 

ARPS Aja 

CORPORATION pera. 
DEPT. PN 


NEW HOLSTEIN, WIS. 


@ TRENCHERS @ HALF TRACKS @ DOZERS @ UTILITY BLADES 





RAYMOND C. PIERCE, 74, president of 
Triopane Gas, Inc., Nashville, Tenn., 
died unexpectedly of a heart attack 
on July 14. 


EARL HOBEIN and JOHN P. GREGOR 
have been appointed representatives 
for Parker Seal Co., Culver City, 
Calif., covering, respectively San 
Diego, Calif., and Arizona; and South- 
ern Texas, Louisiana, Arkansas, Mis- 
sissippi, and western Tennessee. 


RaLPpH D. Scoppa, formerly with 
York Air Conditioning Corp., Cincin- 
nati, Ohio, recently joined Geo. D. 
Roper Sales Corp., Kankakee, IIl., as 
sales promotion manager. Rop E. 
FETZER, formerly with Tappan Stove 
Co., Mansfield, Ohio, joined Roper as 
director of product planning. 


Charles Lewis 


Petrolane Gas 


GENE ADKINS—from regional mana- 
ger of Montana, Wyoming, and north- 
ern Utah of Petrolane Gas Service, 
Inc., Long Beach, Calif., to assistant 
manager of retail marketing in the 
Pacific northwest CHARLES LEWIS, JR., 
has been promoted to manager of 
Petrolane’s northwest supply com- 
pany with headquarters in Seattle, 
Washington. BiLLy DENNy—from di- 
vision manager of Wyoming, to re- 
gional manager with headquarters at 
Great Falls, Mont. Les SCHNOREN- 
BERG—from district manager of the 
Lusk, Wyoming, plant to regional 
manager for the state of Wyoming. 
Dave A, MATHEWS has been promoted 
to regional manager in Washington, 
Mo, 
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C. L. Snow Allen Rauth 
Sinclair Lin-Gas 


CHARLES L. SNOw recently joined 
Sinclair Oil & Gas Co., Tulsa, Okla., 
as LPG New England sales repre- 
sentative. His office will be in Han- 
over, New Hampshire. 


ALLEN RAUTH—from trainee posi- 
tion of Lin-Gas, Inc., Evansville, Ind., 
to Kentucky division manager with 
offices in Henderson, Ky. 


RONALD F. REMLEY—from adver- 
tising copywriter of RegO Division of 
Bastian-Blessing Co., Chicago, to 
assistant advertising manager. Jo- 
SEPH Koss—from production man- 
ager of the Bastian-Blessing Co., 
Chicago, to assistant works manager. 


FRED PENROD from the traffic de- 
partment of United Petroleum Gas 
Co., Minneapolis, Minn., to district 
manager of the LPG marketing oper- 
ation in Denmark and Sturgeon Bay, 
Wisc. 


RAYMOND T. BOOMER, formerly with 
Dun & Bradstreet, has joined Clifford 
B. Hannay & Sons, Inc., Westerlo, 
New York, as factory representative 
in the southeastern district. 


KENNETH T. WHITE, vice president 
and director of Warren Petroleum 
Corp., Tulsa, Okla., will succeed G. L. 
BRENNAN, who has been in charge of 
all operations in the LPG division. 
Brennan, senior vice president, will 
continue as consultant until his re- 
tirement at the end of the year. 


THomaAs J. Watt—from eastern re- 
gional sales manager of Sprague 
Meter Co., Bridgeport, Conn., to field 
sales manager. 


Jack M. STRICKLIN—from sales 
manager of El Paso Natural Gas 
Products Co., El] Paso, Texas, to vice 
president; JOHN A. Woopwarp—from 
operating manager assistant to vice 
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R. F. Remley 





Joseph Koss Fred Penrod R. T. Boomer 
Bastian-Blessing United Hannay 


president and general counsel; JAMES and JOHN E. FLoyD,—from chief ac- 
A.McCLESKEY, JR..—from manager countant to assistant secretary and 
of finance department to treasurer; treasurer. 


-— 





NEW 


BREAKS 
THE 


BOTTLE 


NECK 


When it comes to bottles, 

let’s quit foolin’ and start fillin’ 

with a pump that can take the gaff and 

keep coming back for more. Blackmer’s brand-new 

MLG series, a pump-and-motor “package”, can save you time 
and money from the moment you unpack it. Installation 

is a breeze. No shaft coupling to adjust, no bulky base plate to 
mount. Comes with built-in safety valve and hydrostatic 

relief ... you don’t buy them separately and pay to pipe them in. 
Save on electrical hookup, too, because the three smaller sizes 
are complete with motor switch and overload protection. 
Available in 7 models with °4 to 3 hp motors 

(fan-cooled for continuous duty, of course). 

Rates to 30 g.p.m. Write for Bulletin 500-2e. 


BLACKMER PUMP COMPANY, GRAND RAPIOS 9, MICHIGAN 


Pind your Blackmer Man under “Pumps” in the Yellow Pages 











FOR TRAILERS FOR CAMPERS AND SPORTSMEN 


SOURCE 
OF 
SUPPLY 











UTILITY CYLINDER 
IN 6 POPULAR 
SIZES 


1.C.C. CYLINDERS 
AVAILABLE IN 
5-12-20-28 & 40 LB. 
CAPACITY 


FOR LOAD BUILDING EQUIPMENT 


—— sO EQUIPMENT 
AUTOMOTIVE VEHICLE 
TANK 


TRACTOR 
CONVERSION TANK 


Continuous research developing new products to 


help YOU sell more LP Gas. 


WRITE FOR CATALOG #961 


NCHESTER TANK & EQUIPMENT CO. 


2880 NORTON AVENUE LYNWOOD, CALIFORNIA 














free catalog and price list today 


TBIRMINGHAM STOVE 


4 
5 


AND 


RANGE COMPANY 


BIRMINGHAM, ALABAMA 


"eg me Peroeg ey or ee 
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Propane's the fuel: — 





IN THREE YEARS, YOU’LL BE ABLE 
TO BUY A PROPANE-POWERED THER- 
MIONIC GENERATOR that will silently 


| and efficiently supply your camp- 


ing needs for electricity by direct 
energy conversion. And in a few 
more years, a small propane tank in 
the handle of a_ thermionically- 


| powered electric grill may do away 
| with that bothersome electric cord. 


Those were two of the predictions 


| made to BPN in an exclusive tele- 
| phone interview by Dr. Ned S. 
| Rasor, head of the energy conver- 


sion lab at Atomics International, 
a division of North American Avia- 


| tion, Inc. Dr. Rasor made the pre- 
| dictions as A-I announced its new 


propane-powered thermionic gen- 


| erator. 


Thermionic generators or conver- 
ters, as BPN readers may recall 
from the April “Energy Conversion” 
story (pp. 32-39), somewhat re- 
semble a radio vacuum tube. A pair 


{ 
| 
| 
{ 


Here's the A-I thermionic generator. The 
model holds a small bottle of propane 
and twists the fuel valve knob. The tubing 
going off to the left is for compressed air. 
Note the electric wires coming out of the 
bottom of the device. 
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Atomics International unveils vastly 





improved thermionic generator 


of electrodes are placed close to- 
gether in a vacuum or in a con- 
tainer of cesium gas. When one 
electrode (the cathode) is heated, 
electrons “boil out” of the surface, 
flow through the space between to 
the other electrode (the anode), and 
then back to the cathode via an ex- 
ternal electric circuit. 

This new Atomics International 
converter represents several sig- 
nificant advances. It is the first 
such device to operate on a con- 
ventional fuel, propane. Thermionic 
devices operate at high tempera- 
tures, around 2800 deg F, and con- 
ventional fuels have not been able 
to provide such heat. In the present 
device, A-I combines propane with 
compressed air to get the required 
temperature. 

In addition to propane’s heat con- 
tent, there were two other reasons 
why the company selected it. 

First, it is clean-burning. This 
is very important and is, perhaps, 
the company’s biggest argument in 
favor of propane. (The Army, for 
whom this research is being con- 
ducted, would prefer gasoline be- 
cause it would be more easily ob- 
tainable in the field.) The second 
reason is that A-I engineers hope 
to utilize propane’s compressed 
energy to help aspirate the device, 
enabling it to run on ordinary air, 
rather than compressed air. 

There are two other significant 
advances in this generator. First, 
the life of the unit has been sig- 
nificantly increased. It can now be 
measured in hundreds of hours 
rather than in tens of hours. The 
goal, of course, is a unit that will 
operate for many thousands of 
hours. 

The other big advance is a great 
increase in efficiency with resultant 
decreases in size and price. Dr. 
Rasor said the efficiency of the new 
unit is about five times that of 
other thermionic converters thus 
far produced. This, he said, makes 
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it about ten times more compact. 
Accordingly, the price should be 
only 1/10th to 1/30th—and per- 


haps eventually only 1/100th—thaj, 
of present devices. 
“There have been two problems 








Always finat, un quality -.. OW LopA ut befutu 
% 


NEW ... GAS RANGES 
THE BEST LOOKING . . . THE BEST COOKING... 


THE BEST SELLING 


If you don’t know Enterprise, you owe 
it to yourself to find out more about 
this medium priced line with the fea- 
tures and quality of high priced ranges. 
Enterprise is built to exacting 
standards by skilled craftsmen 
who have been manufacturing 
ranges for over a century. 
Now this service-free quality has 
been teamed with iful, new, 
contemporary styling to bring you 
the greatest value in free-stand- 
ing ranges anywhere. 














36” SERIES 


MODEL 1624-A 
30” SERIES 


MODEL 1304-5A 


WRITE TODAY FOR NEW CATALOG 
Phillips & Buttorff Corporation. 


Nashville 8, Tennessee 





CHANDLER ENGINEERING’S 


MOISTURE TESTER 


As specified by NGAA Publication No. 2140. 
Determines humidity of propane or other LPG 
vapors. Indication is colorametric and gives 
wet or dry result. Test is made with tester 
connected to vapor space of tank car. Condi- 
tions are specified by NGAA. Refill indicating 
cobalt-bromide-impreg- 
, nated material encased 
i in glass tube for ready 
: insertion in tester. Sup- 
plied in individually 

: boxed vials. 


Order directly from 


CHANDLER ENGINEERING 


BOX 4645 / TULSA, OKLAHOMA 


<< 
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@ Insto-gas <> 


“Torches and Furnaces are Dependable 


STURDY FURNACES FOR 
MELTING LEAD AND COMPOUNDS 


The nationally 
known screw-on 
furnace . .. 
Originated by 
INSTO-GAS. 


not fe F 
4 bench or floor 3 
RUGGED TORCHES FOR SWEATING 


ALL SIZES COPPER PIPE AND FOR 
MELTING OUT SOIL PIPE JOINTS. 


ELIMINATE costly Acetylene and hazardous Gasoline 
USE INSTO-GAS 
THE QUALITY LINE FOR OVER TWENTY-FIVE YEARS 


INSTO-GAS CORPORATION * DETROIT 7, MICHIGAN 











Atomics International 





with thermionic devices,” said Dr. 
Rasor. “The first is getting a high 
temperature and transferring it to 
the electrode. This one has been 
solved. The second problem is one 
of materials — getting materials 
that will last long enough. This re- 
mains the central problem.” 

The present device, intended only 
to prove a principle, produces only 
5 watts. A number of such units 
could be combined, of course, to 
produce a useable amount of elec- 
tricity. 

What does the future time-table 
look like for these devices? Dr. 
Rasor says initial deliveries to the 
military will begin next year with 
quantity deliveries coming the fol- 
lowing year. The first used by the 
Army will probably be for battle- 
field radar. A thermionic converter 
the size of a large themos bottle 
will be strapped on a soldier’s back. 
The goal is a device that will pro- 
vide 45 watts of power for 12 hrs 
and weigh only 10 lb, including 
fuel. The converter will take the 
place of batteries, providing two big 
advantages: less weight and indefin- 
ite shelf life. Many other military 
uses should become evident with 
time. 

In 1963, the year after the mili- 
tary takes large scale deliveries, 
thermionic converters should come 
on the consumer market. Dr. Rasor 
envisions the cost as somewhere 
around $10 per watt, as opposed to 
the present $300 per watt. This 
would still put the device in the 
range of luxury gadgets. But addi- 
tional cost reductions are expected 
in the more distant future as pro- 
duction increases, along with an 
increasing number of consumer 
uses for thermionic devices. 

Even more distant is large scale 
commercial usage, such as in cen- 
tral power stations. Thermionic de- 
vices could operate on very high 
temperature heat from some petro- 
leum-based fuel, producing electri- 
city. The exhaust from such a 
converter would still be around 
700 deg F, providing plenty of heat 
to produce steam by conventional 
electric power generation methods. 
The electricity produced by ther- 
mionic action would be a bonus, or 
a boost in efficiency above present 
systems. we 
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Brevard County opposes 
government intrusion 


The Brevard County L. P. Gas 
Dealers Association, Cocoa, Fla., 
unanimously adopted a resolution 
that is in basic opposition to the 
increasing intrusion of government 
at all levels into the fields of private 
enterprise. 

The association went on record 
“to the American Gas Association 
decrying the increasing rate of gov- 
ernment intrusion into investor- 
owned utility fields and requesting 
assistance to deter both govern- 
mental jurisdictions and AGA 
members from promoting and actu- 
ally encouraging government-owned 
tax-free natural gas distribution 
systems being established in Flor- 
ida.” 

The association also resolved 
“that this Association inform the 
AGA that such promotional efforts 





DEARBORN’S NEW SEALED-FLOW 


Customers soon get back the price of this amazing 100% sealed 
combustion thru-the-wall heater because... 


THEY SAVE on CLEANING AND REDECORAT- 
ING. Dearborn’s exclusive Forward Heat Flow puts 
warm air out front into living zone... prevents 
streaking and discoloration of walls and ceilings, 
behind and above the heater. 


THEY SAVE on FUEL... because Dearborn’s 
Hi-Crown Burner evenly burns all the gas... puts 
every bit of it to maximum use. 


THEY SAVE on OUTSIDE PAINTING... . because 
the Sealed-Flow’s exclusive vent carries waste prod- 
ucts way beyond outside wall...keeps it from 
getting streaked or discolored. 


Savings for customers mean SALES and 
PROFITS for you! 


AVAILABLE IN THREE SIZES, FOUR 
HANDSOME MODELS: 35,000 BTU’s, 


on the part of governments and 
per oem ee on -the-wall or recessed installation. 
owned and operated tax-free natu- 
ral gas systems in Florida is such 


. a tA 
- ‘Ss ee > 
that, if successful in Brevard ba UNSE, if 


County, it will create an unregu- | ® 


lated governmental gas monopoly 
em hn &) 


by virtue of forcing liquefied petro- 
< k  k S S  S  OO  - 


leum gas dealers out of business 
Keep Up with L. P. gas BUTANE i 
s 
Developments Each Month 


through placing such dealers in the | 
by subscribing to 


25,000 BTU’s, 10,000 BTU’s in choice of 


Get details of Dearborn's clean-cut policy from 
Pet * any of these regional soles offices: Atlante, 
untenable position of having to pay Chicago, Dallas, Los Angeles, San Francisco. 
taxes to, and attempt to compete 
with, a government-owned and op- 


erated tax-free natural gas system. 





Ohio LPGA joins national 
on 6-months trial basis 


The Ohio state LPGA recently 
became affiliated with the national 
LPGA for the balance of the year 
1961. The Ohio officers and direc- 
tors unanimously approved this 
action for an interim period with 
the full intent to make the national | 
affiliation permanent, effective Jan. 
1, 1962. 

Under this program, all marketer 
members in good standing will be 
accepted as members of the na- 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFDRNIA 
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Announcing 
the new, revised 


HANDBOOK 
BUTANE-PROPANE 
GASES 


Ready for delivery about October Ist, 1961. 





A completely revised and up-to-date edition of the volume 
that has long been recognized as the liquefied petroleum 
gas industry’s most authoritative technical manual. 


TABLE OF CONTENTS 


Progress of the Industry 

The ABC of L.P. Gas 

Properties of the Hydrocarbons 
in L.P. Gas 

Properties of Butane-Propane 
Mixtures 

Volume Correction Factors 

Analytical Determination and 
Testing 

Fire Protection and Control 

Natural Gasoline Plants, Re- 
cycling Plants, Oil Refineries 

Delivery by Truck, Rail, Water, 
Pipe Lines 

L.P. Gas Storage 

Pumping Systems 

Liquid Metering 

Vapor Metering 

Installing and Servicing L.P. Gas 
Systems 

Semi-Bulk Systems 


Bottled Gas Systems 
Gas Utility Service from Central 


Plants 

Multiple Utility Service from a 
Central Plant 

Comparative Performance with 
Other Fuels 

Appliance Installation and 
Testing 

Domestic Applications 

Commercial Applications 

Industrial Applications 

Agricultural Applications 
(including Flame Weeding) 
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Associations 


tional body without additional pay- 
ment of dues in 1961. By the end 
of the year, all state members will 
be given the opportunity to express 
their views on the affiliation pro- 
gram to determine its continuation 
in 62. 


LPGA appoints 
committee, section chairmen 


Committee and section chairmen 
for the 1961-62 term of LPGA 
have been appointed by president 
E. O. N. Williams, also president 
of Bottled Gas Corp. of Virginia, 
Richmond. 

Leaders of the 19 committees 
and the six sections also become 
members of LPGA’s board of 
directors. 

Committees conduct projects in 
behalf of the entire association 
while sections are composed of 
members having specialized inter- 
ests within LPGA, such as appliance 
manufacturers or L. P. gas market- 
ers. 

Chairmen serve for one - year 
terms with reappointment for a 
second year being the practice for 
many committee posts. 

The following have accepted com- 
mittee chairmanships: P. A. Ray, 
Metrogas, Inc., Chicago, appliance 
specifications; Lee A. Brand, Empire 
Stove Co., Belleville, Ill., constitution 
and bylaws; C. J. McAllister, Pargas 
Co., Waldorf, Md., convention com- 
mittee; W. S. Lander, Southern 
Business Brokers, Charlotte, N. C., 
distinguished service award; Ralph 
Engstrom, The Bastian-Blessing Co., 
Chicago, educational (reappointed) ; 
Charles O. Russell, Thermogas Co., 
Des Moines, Iowa, finance (reappoint- 
ed); Fred A. Rives, Superior Tank 
Corp., Tucker, Ga., gas fuel tech- 
nology (reappointed); H. N. Forman, 
National Propane Corp., Garden City, 
L. I., N. Y., gas unity (reappointed) ; 
M. J. Anton, Suburban Propane Gas 
Corp., Whippany, N. J., insurance 
(reappointed); A. F. Dyer, Phillips 
Petroleum Co., Bartlesville, Okla., 
legislative; G. W. Hewitt, El Paso 
Natural Gas Co., El Paso, Texas, 
L. P. gas specifications (reappointed) ; 
Charles Francisco, Fuelane Corp., 
Liberty, N. Y., market research (re- 
appointed); L. C. Wright, Pyrane Gas 
Service Co., Benton Harbor, Mich., 
membership; M. J. Crafton, Crafton’s 
L. P. Gas, Ine., Owensboro, Ky., 
national affairs; R. J. Munzer, Petro- 
lane Gas Service, Inc., Long Beach, 
Calif., planning and organization; 
A. E. Moore, The Dri-Gas Co., Hins- 
dale, Ill., publicity and publications; 
R. R. Wellington, Skelly Oil Co., 
Kansas City, Mo., safety; R. C. Har- 
ris, Suburban Gas, Pomona, Calif., 
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technical and standards (reappointed) ; 
J. L. Potter, Tuloma Gas Products 
Co., Tulsa, Okla., transportation. 

The following men have been named 
to head LPGA sections: Phillip S. 
Harper, Jr., Harper-Wyman Co., Chi- 
cago, appliance manufacturers; 
K. R. D. Wolfe, Fisher Governor Co., 
Marshalltown, Iowa, equipment man- 
ufacturers; J. H. Williams, The Wea- 
therhead Co., Cleveland, Ohio, inter- 
national; F. L. Fagan, Gem Automatic 
Gas -Co., Inc., Granite Quarry, N. C., 
marketers; C. M. Mockler, Shell Oil 
Co., New York City, producer; and 
Leland M. Hopkins, Jackson Tank 
Co., Inc., Jackson, Miss., tank fabri- 
cators. 


LPGA marks 50th 
with birthday party 


The L.P. gas industry’s 50th 
anniversary celebration will be 
marked by a birthday reception and 
dinner May 1 during the annual 
convention of the LPGA. 

Pioneer L. P. gas industry figures, 
“oldest” users and many others 
who have contributed to the first 
half-century of the LPG industry 
will be invited to this all-industry 
party, according to C. G. McdAllis- 
ter, Pargas, Inc., Waldorf, Md., 
LPGA convention committee chair- 
man. 

The committee met in mid-July 
in Chicago to map out plans for 
LPGA’s 31st annual meeting and 
trade show. 

The four-day session opens April 
29 at the Conrad Hilton Hotel, 


Chicago. The birthday party will be 
the focal point of LPGA’s part in 
the 50th year program. 

Emphasis will be focussed on 
preparing for the next 50 years of 
L. P. gas development. Speakers 
on the various sessions and trade 
exhibits will carry out the “prog- 
ress” theme. 

Other major program events be- 
ing scheduled include the trade 
show opening April 29 which is 
popular with marketers from near- 
by areas. The following day busi- 
ness meetings get underway after 
the opening luncheon. The keynote 
speaker will be a man of national 
prominence. 


Assisting McAllister in convention 
planning are: W. A. Shafer, Suburb- 
an Propane Gas Co., Seattle, Wash.; 
John Agbashian, Valley Butane Serv- 
ice, Fresno, Calif.; F. M. Mabee, 
W. F. Distributing Co., Denver Colo.; 
Martin A. Steinlicht, Home Gas & 
Machinery Co., Mobridge, S. D.; G. M. 
Grimes, Jr., Grimes Homegas, Ash- 
land, Kan.; R. V. Griffith, H & G 
Gas Service Co., Newton, Ill.; Victor 
E. Lagrange, Home Gas & Fuel Co., 
Inc., Lake Charles, La.; S. L. Staple- 
ton, Coastal, Inc., Panama City, Fla.; 
H. S. Rowan, The Rural Gas Co., Step- 
ney, Conn.; H. C. Panet, Quick Pro- 
pane Gas Co. Ltd., Ville Jacques- 
Cartier, Que.; D. R. McRae, Rockgas 
Propane Ltd., Vancouver, B. C.; A. C. 
Fink, A. C. Fink, S. A. Mexico, D. F.; 
Leroy Klein, Caloric Appliance Corp., 
Topton, Pa.; Dale J. Hermes, Stamp- 
ings, Inc., Rock Island, Ill.; Thad L. 
Fowler, Mississippi Tank Co., Inc., 
Hattiesburg, Miss.; and K. G. Blanch- 
ard, Tuloma Gas Products Co. Tulsa, 
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BRIDGEPORT 1, CONN. 


sti BEAUTY AND 
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INSURANCE 
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; et the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you'll 
agree “it's at home in any 3 
—with any furnishing decor. 
Re Armaivene beauty on os mg 
sales an ngs your cas! er. 
AGA Approved-—Sizes 15M _ to 70M 
btu—Finest drill ii cast burner 
—Optional controls. 


lanning an i 5 i é ina- 
ig g an industry 50th anniversary program means close coordina Beautifully finished in durable, dork 
tan “Mochatone” enamel and 


tion of advertising, dealer sales aids and public relations. That’s what an 
the chairmen of these committees of the National L. P. Gas Council were ee) ee Snees ee 
discussing at a committee meeting in Chicago mid-July, under the chair- Write or wire for information on a 
manship of Andrew Olson (extreme right), president of Protane Corp., te ee 
Cleveland, Ohio. Others are (left to right): advertising chairman, Don 
Barton, sales manager of Skelgas Division of Skelly Oil; dealer sales aid 
chairman, A. E. Moore, president of Dri-Gas Co.; and public relations 
chairman, Philip S. Harper, president of Harper-Wyman Co. 





Armstrong Products Corp 
nt t W.Va A 165 
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ign CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No ency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the Ist of the month 
preceding publication. Address Classified Ad- 
vertising aterials, BUTANE - ROPANE 


News, 198 Alvarado Street, ue Angeles 
57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. , Seely tye for headings. 
Set with 1 pt. borde aximum ad size 
3”. No cuts permitted. Publisher will set 
ad for maximum effect in space purcha 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
0 BP News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads 
a 10% discount is allowed. 








SITUATIONS WANTED 


BUS. OPP. OFF.—Cont. 





EXPERIENCED L. P. GAS MANAGER. 
Thorough technical and practical training in 
LPG applications, installations, sales, and serv- 
ice, uccessful business getter. At present 
managing director and part owner of company 
with exclusive distribution of Dragon as in 
Eastern Cape and formerly manager of st 
distributor of Handigas in Feng Africa. ish 
similar position in U. S. e 35, married, two 
children. Full details and he erences on request. 
Write Box 26, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 





UNUSUAL OPPORTUNITY—SALES COR. 
RESPONDENT. Growing manufacturing firm 
in northeast area interested in alert, ambitious 
sales correspondent, knowledgeable in LP. field. 
Opportunity for growth with company. Should 
have background in sales and customer contact. 
All inquiries confidential. Send complete re- 
sume and salary requirements to Box 30, BU- 
TANE-PROPANE News, 198 So. Alvarado St., 
Los Angeles 57, Calif. 





SALES REPRESENTATIVE WANTED: To 
sell complete line of protective coatings for the 
LP-Gas Industry. Nationally advertised. Com- 
petitively priced. Protected territories available 
in most eastern states. Write about products 
you handle and territory you cover to Processed 
Chemical & Coatings Corporation, Rutherford, 
New Jersey. 





BUSINESS OPPORTUNITIES OFFERED 


Lis geome! PLANTS. th Bret AL Te ~4 
sell roleum ay 5 t gy out Midwes' 
Hav eee desirable s for sale. OLE 

BRODD, PETROLEU MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 








MORE MONEY for ressive gas dealers, 
with new Finco Portable Dri-Mor grain drier. 
Completely portable unit uses p ne fuel. Low 
cost drier system increases profits. Write for 
complete particulars on weer and distribu- 
tor programs. FINCO, INC., P. O. Box 968, 
Aurora 22, Illinois. 





LP GAS BUSINESS FOR SALE. Bulk Plant, 
three (3) sub-stations, 6 late Model trucks (4 
metered). Gross Sales over $100,000.00 in 1960. 
Corporation Officers retiring from _ business. 
Main Plant located in Norfolk, Va. Carter Gas 
Co., Inc., 5759 Curlew Drive, Norfolk, Va. 





IS YOUR GAS BUSINESS FOR SALE? 
If so, do yourself a favor and contact us be- 
ay selling. We are interested_in purchasing 

P gas businesses, in the Central United 
— preferably ones with annual gallonages 
in excess of one million gallons. Write to Box 
33, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





COMPLETE BULK PLANT. 30,000 gallon 
tank, pump, 3 scales, electrical equipment, ven- 
tilating blower. Bargain price. To be moved 
from present location northern New Jersey. H. 
Emerson Thomas and Associates, Inc., P. O. 
Box 270, Westfield, N. J. 





DISTRIBUTORSHIPS AVAILABLE. Manu- 
facturer of cylinders expanding sales organiza- 
tion. Distributorships available in southeastern 
states (except Florida), middle Atlantic, Central, 
Southwest, Mountain and Pacific Coast. Please 
contact Cylinders, Inc., 2101 South Stiles St., 
Linden, New Jersey. 





BUSINESS OPPORTUNITIES WANTED 


WANTED: BOTTLE GAS BUSINESS. 1 to 
3 man operation. Give full information. Reply 
Box 29, BUTANE-PROPANE 7 io 198 So. 
Alvarado St., Los Angeles 57, Calif. 


WE ARE INTERESTED IN ACQUIRING 
LP Gas businesses anywhere in the Central 
United States. If your business is for sale, 
write to Super Propane Corporation, Box 392, 
Lebanon, issouri. 











FOR SALE — TRUCKS - TRAILERS 





FOR SALE—TRUCKS-TRAILERS — Cont. 


1958 CHEVROLET WITH TWIN 750 Gal. 
Propane (U69) tanks, Neptune meter, Viking 
pump, ready to deliver gas—a real ‘‘work hoss” 

only $3795.00. “PAT” & “CHUCK” SUP- 
PLY CO., “The Tradingest Monkeys Any- 
where!”, Box 3#15333—Pho. JE 6-2848, Ft. 
Worth, Texas. 














TRANSPORTS FOR SALE: COMPLETE 
road ready Butler Propane blimp transports, 
6600 to 7100 gallon capacity, with or without 
tractors. Excellent condition, ready to haul 
gas. Write or call Dixie Gas, Inc., Marks, 
Mississippi. 

FIVE USED TRAILERS—6850 to 8000 Gal. 
Capacity—202 steel—extra good tires and me- 
chanical condition—start saving that hauling 
money—priced from $5250.00 to $5995.00. 
“PAT” & “CHUCK” SUPPLY CO., “The 
Tradingest Monkeys Anywhere!”, Box #15333 
—Pho. JE 6-2848, Ft. Worth, Texas. 








USED PROP ARS Peg, ik cf TRUCKS, 


1200 to 2200 

being laced with la 
troleum Gas Co., 4820 
apolis 16, Minnesota. 


Presently in use an 
units. Uni Pe- 
lsior Blvd., Minne- 





USED 
PROPANE DELIVERY TRUCKS 


Several late model twin and single units, 
1200 to 2200 W.G., reconditioned and ready 
for service. Buy now before Fall rush begins, 
25% down, balance 24 months. Call or write 
for description and prices. 


PRESTON GRACE 
WHITE RIVER DISTRIBUTORS, INC. 
Batesville, Ark. Phone RI-3-2374 











END SOARING 
LPG DELIVERY COSTS! 


Why lease when you can own for 
less? Think of it! You can have a 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they last 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments. Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 


Denton, Texas 382-5416 








RETAIL BUTANE BUSINESS WITH LARGE 
SERVICE STATION IN CONNECTION 

ideal location—on truck route. Now making 25% 
net return on investment. Last year’s gross total 
volume over $200,000. Business has been in operation 
for 20 years. Immediate possession. Owner retiring. 
Present employees prefer to remain with the business. 
Total price $50,000. G. 1. DORRANCE & SON, 107 
W. Twohig, San Angelo, Texas, 











FOR SALE 


1960 REO-1260 WG Single Barrel—Pump, 
Print-O-Meter, Hose. cellent condition. 
a to go $3,600.00. 1958 International- 
1260 WG Single Barrel—Pump, Print-O-Meter 
Hose. Excellent condition. $2,800.00. BLUE 
sew F GAS CO., HORSE CAVE, KY. 





FOR SALE 


Two Used Ti Used Propane Transports in ex- 
cellent condition. 


germ 10,264 W. G. Single Barrel 250% 
l—transport 10,271 W. G. Single Barrel 250% 
PSi—$9500. 


1—1958 Hendrickson tractor with NH ye H.P. 

(Cummings engine, almost new)—$10,500 
1—1957 Hendrickson tractor with NH 220 H.-P. 

(Cummings engine, 84,000 mi.)—$9500. 
These units have had preventative maintenance 
continuously and are the best in equip- 
ment and condition. This equipment will meet 
all LPG codes and ICC regulations. 


Write 


RODNEY PAXSON 
Bluffton, Indiana Phone 2289 
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L.P.G. TRUCK TANKS 
TRADE WITH A TRADER! 


NEW ... "Lightweight" Units... 
Over 50 Units Ready to Go... 
“Fast-Flo” Plumbing, etc. . . . 1500 

. 1800... 2000... 2200... 
2400 . . . 2600. . Single & Twins. 
All Makes New ‘Yai Chassis at 
FLEET PRICES. SAVE MONEY. 10% 
Down . . . 36 Mo, to Pay! 


Write—Phone—Preston Grace 
WHITE RIVER DISTRIBUTORS 


Batesville, Ark.—Ph RI-3-2374 
We Have USED UNITS Also! 


BUTANE-PROPANE News 
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FOR SALE—TANKS-CYLINDERS 


WANTED—MISCELL—Contd. 





USED 1 POUND GOSS No. 930 refillable L. P. 
Cylinders only. Some with valves as is. Ideai 
for portable L.P. food warmers, demonstrators, 
torches, etc. Regular $9.95. Close out $2.50. 
CAMPMASTER ALUMINUM COOK 
STOVE, 2-burner complete with hose, regulator, 
quick couplers, wind screen. Special $19.50. 
4 POUND CYLINDER with valve for above 
$7.50. TRAILER REGULATORS with P.O 
L. very special $2.69. Lowest prices on all L.P. 
Equipment—immediate delivery. Write for cata- 
logue. Home Gas Equipment Company—De- 
= agg B8, 1301 Carnegie Ave., Cleveland 15, 
110, 





FOR SALE: 2 Used 3000 gal. W.C., U-69, 
200% W.P., Propane Tanks; 1 Used 3963 gal. 
W.C., U-69, 200% W.P., Propane Tank; 1 Used 
3500 gal. W.C., U-69, 200% W.P., Propanc 
Tank; 1 Used 14,050 gal. W.C., U-69, 125# 
W.P., Butane Tank; 1 Used 15,000 gal. W.C., 
U-69, 125% W.P., Butane Tank; 1 Used 4700 
gal. W.C., U-201, 200# W.P., Tank. For in- 
formation write: Skelly Oil Company, P. 0. 
Box 436, Kansas City 41, Mo. Att: Skelgas 
Engineering Dept. 





FOR SALE: USED TANKS, 1000, 500, 250, 
& 200 gal.; 100% cylinders, good condition. One 
or truck load F.O.B., Drake Bottled Gas, Joliet, 
Illinois. 





SPECIAL SALE USED 100 bb. cylinders—re- 
tested, repainted and plugged—good as new—ten 
or more—$9.95 each, F.O.B., Tulsa, Okla. Can 
furnish brand new 10% valves and caps fo1 
$3.45 each. “PAT” & “CHUCK” SUPPLY 
CO., “The Tradingest Monkeys Anywhere!”, 
Box #15333—Pho. JE 6-2848, Ft. Worth, Texas. 


WANTED TO PURCHASE: USED PRO- 
PANE tanks—120 a to 500 gallon ca- 
pacity. Reply V-1 Company, Box 2436, 
Idaho Falls, Idaho. 





WANTED: USED DELIVERY UNITS, 
meters, pumps, domestic and bulk tanks . . 
ANYTHING FOR LPG USE! ! Write or call 
and let us know what you want to swap or sell 
—we will buy outright—trade fittings and sup- 
plies—trade any way you want to—here is a 
chance to clean up that warehouse or storage 
lot ! |! “PAT” & “CHUCK” SUPPLY CO., 
“The Tradingest Monkeys Anywhere!”, Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas. 





WANTED: 12,000 to 30,000 GALLON tanks 
Give location, manufacturer and year and open- 
ing in tank (picture helpful). Also need used 
1%,” Neptune Printometers with or without com- 
pensator. Reply Box 32, BUTANE-PROPANE 
News, 198 So. Alvarado St., Los Angeles 57, 
Calif. 





FOR SALE—MISCELLANEOUS 








SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN CO. 


170 W. Cumberland St., Phila. 33, Po. 
Est’d i918 Call Collect RE 9-1130 








FOR SALE—MISCELL—Cont. 








6 and 8 cu. ft. 

Some with cross-top freezers 
Used, excellent condition, guaranteed per- 
fect operating order. Low delivery cost from 
our warehouse nearest to you. Special price 
for half or full trailer loads. Send for photos 
and details. 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Flushing 58, N.Y. 
Phone: FLushing 7-6161 














PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and /astalied 
PEACOCK CORPORATION 
Sox 268, Westfleld, N. J. 














INCREASE YOUR PROFITS BY APPLY- 
IN my accounting Financial controle 
that show proper Ratios for your operations. 
Evaluations, Equipment revisions, and _ accident 
suit assistance also supplied. d F. Camp- 
bell, Management C tant, 821 Crofton Ave., 
Webster Groves 19, 




















USED TRAILER 


TANKS FOR SALE 
PROPANE & ANHYDROUS 
AMMONIA —from 6000 
to 10,000 gallon capacities. 
USED GASOLINE TANKS 
IN STEEL & ALUMINUM 
from 4000 to 8000 gallon 
capacities. 


WILL FINANCE 
LUBBOCK Machine & Supply 


BOX 1589 © LUBBOCK, TEXAS 
CALL PO 2-5261 














WANTED—MISCELLANEOUS 





SPECIAL SALE: IMPERIAL 300 carburetors 
» eae 


while they last—$27.95 ea. “PA 
“CHUCK” SUPPLY CO., “The Tradingest 
Monkeys Anywhere!”, Box #15333—Pho. JE 
6-2848, Ft. Worth, Texas. 





DECALS MADE FOR TRUCKS, EQUIP. 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect ROS-5429 





%” HOSE—350# W.P.—100 feet for only 
$59.80. “PAT” & “CHUCK” SUPPLY CO., 
“The Tradingest Monkeys Anywhere!”, Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas. 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat unifermly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write eer" ~ 
scriptive pamphlet. Eureka Equipment 

pany, P.O. Box 396, Beloit, isconsin. 





WANTED BY MIDWESTERN PROPANE 
COMPANY, a used propane transport, 9,060 to 
10,500 gal. (w.g. capacity). Will buy trailer 
alone or trailer and tractor. Write Box 31, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





DO YOU HAVE SURPLUS CYLINDERS 26 
and 100 Ib. size for sale? _ be good con- 
dition, favorabl riced. Reply Box 28, BU- 
TANE-PROPANE. News, 198 Pe, Alvarado St., 

Los Angeles 57, Calif. 
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PRONTO PACK. Packaged for immediate re- 
sales. Includes burners, lights, heaters, tanks, 
etc. Through Dealers only. Dept. 406-1238, N. 
W. Glisan, Portland 9, Oregon. 





WHY PAY MORE? BRAND NEW 5 lb. dry 
chemical fire extinguishers — with brackets — 
$21.98. 20 Ib. size for $49.98. “PAT” 
“CHUCK” SUPPLY CO., “The Tradingest 
Monkeys Anywhere!”, Box #15333—Pho. JE 
6-2848, Ft. Worth, Texas. 


APCO Standby - Peak Shaving 
Mixers and Plants 
Sofe - Simple - Automatic 
Design - Engineering - Construction 
APPLIED ENGINEERING COMPANY 
Orangeburg, S. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, 

Florida, Georgia, Kansas, Louisiana, Mis- 
sissippi, New Mexico, Oklahoma, Tennessee 
and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 














BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use w ing LP gas metered truck de- 
liveries. 1000 sets (3 part) : — with — 
address and telephone. od 1000 
Advise make of meter. EGR DAY s¥s- 
TEMS, Dept. BP WOODSIDE 77, L. L., N. 





SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with yee price 
cards, custemer reminder Eze-Stik labels, 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Duralu- 
minium ticket holders’ Sort-O-Matic Rack. ete. 
Write us for details,” no obligation. DEGRE. 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 
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CALENDAR ; 


a 


Sept. 10-12 — North 
Convention — Sir 


Raleigh, N. C. 


LPGA 
Hote! 


Carolina 
Walter 


Sept. 12-13 — Illinois 
meeting—St. 
field, III. 

14—NGPA Rocky Mountain re 

Hotel, 


LPGA business 
Nicholas Hotel, Spring- 
Sept. 
gional 
Billings 


meeting — Northern 
Mont. 


Sept. 15-17—lowa LPGA Convention— 
The New Inn, Lake Okoboji, 


Sept. 21—Pennsylvania LPGA Conven- 
tion—Penn Harris Hotel, 
Pa. 


lowa 


Harrisburg 


Sept. 22-24—Wisconsin L.P. Gas Con- 
Elkart Lake, 


vention—Schwartz Hotel, 
Wis. 


Sept. 24-26 — Oklahoma LPGA Annual 
Convention—The Ramada Inn, Okla- 
Okla. 


Sept. 25-28—American Welding Society 
Fall Meeting—Adolphus Hotel, Dallas 
Texas. 


homa City 


Oct. 2-4—AGA Convention — Dallas 
Texas. 


Oct. 12-13—Calif Gaso- 
line Association Meeting—Lafayette 
Hotel, Long Beach, Calif. 


Oct. 16-20—Notional Safety Council 
Congress Convention—Chicago, Ill. 
Oct. 17—New 
meeting— 


Oct. 23-24—Minnesota LPGA Fall Con- 
Minn. 


ornia Natural 


England LPGA annual 


Porker House, Boston, Mass. 


vention—Hotel Lowry, St. Paul, 


Oct. regional 
meeting—Carlton Hotel, Tyler, Texas. 


Oct. 30-Nov. I—NFPA Fall Conference 
—Hotel President, Kansas City, Mo. 


Nov. 13-15—American 
stitute annual 


27— NGPA southern 


Petroleum In- 
meeting—Conrad Hil- 
and Palmer 
Chicago, Ill. 


ton, Congress House 


Hotels, 
Nov. 
gional meeting—Herring Hotel, Amo- 
rillo, Texas. 
Dec. 5—Wisconsin LPGA Convention— 


East Side Businessmen's Association 
Club House, Madison, Wis. 


Dec. 18-19 — Better 


Council annual 


17—NGPA panhandle plains re- 


Heating-Cooling 
meeting—Hotel Del- 
monico, New York City. 
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This advertisers’ index is 
the advertising contract. 


American Bosch Arma Corp., 
American Bosch Div. 
*American Meter Co., Inc. 
Anchor Petroleum Div. 
Mobil Oil Co. . 
Anco Mfg. & Supply Co. 
Arkla Air Conditioning seta 
Humphrey Div. .... 
Armstrong Products Co. 
Arps Corp. ..... 


Baso, Inc. .. 

*Bastian- Blessing Co., Inc. 

*Bendix Automotive ‘Service, 
Zenith Carburetor Div. 

*Birmingham Stove & Range Co. 

Blackmer Pump Co. eteen 

Blue, John, Co. 

*Brown Stove Co. 

Burroughs Corp. 


Century Gas Equipment 
Marvel Schebler Prods. Div. 
Borg Warner Corp. 

Chandler Engineering Co. 

Chattanooga Royal Co. 

Chevrolet Motor Div. 
General Motors Corp. 

*Cities Service Oil Co. 

Colman Co., Inc. 

*Corken's, Inc. . 
Cylinders, Inc. 


Day & Night Mfg. Co. .. 
Dearborn Stove Co. 
Dixon Valve & Coupling Co. 


Ellis Manifold Co. 
Empire Stove Co. 


*Fisher Governor Co. .. 
Fisk Trailer Sales 
Ford Motor Co. 


General Motors Corp. 
Chevrolet Motor Div. 

Griffiths, E. F., Co. .... 

Grove Valve & Regulator Co. 


*Hamilton Manufacturing Co. 
Hannay & Sons, Inc., Clifford B. 
Harper-Wyman Co. 
Heil-Quaker Corp. 

Hidy-Brown Recorder Co. 
Hones, Chas. A., Inc. .. 


Insto-Gas Corp. 


Janitrol Heating & Air Cond. Div. 
Midland-Ross Corp. 

*Johnson Gas Appliance Co. .. 

Johnson Machine Shop .... 

J & S Carburetor Co. ... 


Locke Stove Co. .. 
Lubbock Machine & Supply Co. 
Third Cover 





*These advertisers carry additiona! 
information on their products in the 


ADVERTISERS 


ublished as a convenience and not as part of 
very care will be taken to index correctly. No 
allowance will be made for errors or failure to insert. 


1961 Butane-Propane Catalog. 


Manchester Tank & Welding Co... 90 
Martin Stamping & Stove Co. .... — 
Master Tank & Welding Co. ..... 29 
Mid-America Pipeline Co. ....... 70 
Midland-Ross Corp., 

Janitrol Heating & Air Cond. 

Div. 
Minneapolis-Honeywell Reg. Co. 

Water Heating — 

18, 19, 20, 21 

Mississippi Tank Co. Bias Geass 
Mobil Oil Co., 

Anchor Petroleum Div. ... 65 
Motorola Comm. & Electronics, inc. — 


*Neptune Meter Co. .. = 
North Texas Tank Co. 68, 69 


Ohio Foundry & Mfg. Co. 


Parkhill-Wade 
*Pasley Mfg. & Dist. Co. 

Phillips & Buttorff Mfg. Co. 

Phillips Petroleum Co. 

Powell Co., Wm. . 
*Pressed Steel Tank Co.. Second Cover 
Pure Oil Co. _— 


Radiator Specialty Co. 
Richardson Gasoline Co., Sid 
Ridge Tool Co. ee 
Robertshaw-Fulton Controls Co. 
Grayson Controls Div. . 
Thermostat Division ... 
Rochester Gauges, Inc. ... 
*Rockwell Mfg. Co. 
Gas Products Div. 


Front Cover 


Samuel Stamping & Enameling Co. — 
Shell Oil Co. uf 
*Sinclair Oil & Gas Co. 

*Skelly Oil Co. 

*Smith Precision Products Co. 

Spanco Brass Co. 

Spatz Paint Industries, Inc. 

*Sprague Meter nim 

Squibb-Taylor, | 

Suburban rosin Corp. 


Temco, Inc. ...... eae | 5 te 
Texaco, Inc. ‘ eel ee 
Trinity Steel Co. . Be 
Tuloma Gas Products Co. 47, 48 


Union-Texas Natural Gas Corp... 59 
United Petroleum Gas Co. Pg 


*Viking Pump Co. ....... ae 


Wallace, Wm. Co., Metalbestos 
Div. 45 
*Warren Petroleum Corp. Fourth Cover 


Weldex-LP-Gas Div. 


*Zenith Carburetor Div. 
Bendix Automotive Service .... 








BUTANE-PROPANE News 





CUSTOM(ER) 


DESIGNED! 


EVERY LUBBOCK : TRANSPORT ON 
the road today is the product of teamwork between customer and 
Lubbock Machine and Supply. It’s designed to deliver top payloads at 
money-saving prices. It couldn’t even be delivered through “mass pro- 
duction” channels because we don’t start building until we have your 
exact needs on paper. |) That’s why you'll save money by getting in 
touch with your nearest Lubbock Machine and Supply field representative. 
He’s the man with the | } plan you’ve waited for. 








LINE TRANSPORTS 


RUDE OlL OR WATER TRANSPORTS MACHINE & SUPPLY CO.., INC. call, wire or write 


SPHALT TRANSPORTS our Lubbock sales office. 
STAINLESS STEEL TRANSPORTS 


PROPANE TRANSPORTS To contact your nearest 
AN DROUS AMMONIA TRANSPORTS regional representative 











a ? 


ALREADY KNOWN TO MILLIONS... 








This 
so universally accepted as a symbol of 
7 PAN EB) 
can attract ) for 
\ 


aA To start enjoying the many advantages 
of our attractive branded program 
call our nearest sales office TODAY! 
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